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$1.25 EXTRA PROFIT! With each carton of 20 
packages of 5 Gem Singledge Blades, you get FREE 
a latest model, 2-cell, $1.25 Eveready Flashlight 
with batteries — chromium plated —400-foot beam — 


ring hanger —the best all-purpose flashlight made. 
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PROFIT per carton. Subject to withdrawal without 
notice. Gem Safety Razor Corp., Brooklyn, N. Y. 
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Just 


Among 
Ourselves 


By CHARLES J. HEALE 


Editor, Hardware Age 


Public Debt— 


The American Taxpayers 
League, Inc., Washington, D. C., 
has as its organization slogan “To 
Produce Revenue Without De- 
stroying Values”. This group 
seeks to focus public interest on 
the staggering amount of public 
debt being developed in this coun- 
try as an ultimate mortgage on 
every American family. It is ad- 
vocating a horizontal and imme- 
diate 10 per cent tax reduction, 
stating that Treasury figures pre- 
dict receipts of $478,000,000 in 
excess of original estimates—suf- 
ficient to more than care for the 
suggested reduction. A League 
spokesman estimates that the total 
1935 public debt (States, Cities, 
Towns and Federal added to- 
gether) will reach the unbeliev- 
able 56,000 million dollar mark 
at the current rate of governmental 
spending. The annual interest 
charges on this vast amount of 
debt are 1,650 million dollars. 


Every Third Dollar— 


The League estimates the 1935 
income of the American people at 
50,000 million dollars and says 
that 1935 taxes will total 17,000 
million dollars. This means that 
every third dollar earned by the 
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American citizenry must be turned 
back to run the national, state and 
local governments. One dollar out 
of every three dollars earned is a 
back-breaking tax burden which 
no people can stand nor will they. 
The insidious thing about current 
taxation is the huge daily indirect 
tax levies, drained out in unseen 
taxes known commonly as “higher 
prices”. The fact that taxes paid 
by producers and distributors 
must necessarily be added to the 
consumer’s purchasing price has 
a tendency to lull us into believing 
that only sales, income and other 
visible taxes, are being paid by the 
average man. The truth is that we 
are all paying through the nose, 
all the time, and don’t know it. 


15,000 Millions— 


Placing the current annual cost 
of running the Federal Govern- 
ment at 15,000 million dollars, 
John H. Van Deventer, editor, 
The Iron Age says: 

“Fifteen thousand million dol- 
lars is big money. Too big for 
any man to visualize without the 
aid of comparisons. 

“Tt is more than the value of all 
of the physical property in the 
State of Massachusetts or New 
Jersey or Michigan. Land, houses, 





office buildings, factories, cows, 
horses, pigs, chickens, motor cars, 
tractors and what else have you. 

“If some giant hand were to 
wipe all of the results of man’s 
handiwork from the State of Cali- 
fornia, you could replace them, 
lock, stock and barrel, for fifteen 
thousand million dollars. 

“This huge sum is more than it 
cost Uncle Sam from 1914 to 
1932, inclusive, to run the Navy 
and Marine Corps, including op- 
erations as well as naval construc- 
tion. And this period took in the 
World War. “Fifteen thousand 
million dollars would build 35 
Panama Canals or 500 first line 
battleships. (The United States has 
a total of 15 such dreadnaughts; 
Great Britain has 18.) 

“Make a tape line of five dollar 
bills sewn end to end, and com- 
prising a total of fifteen thousand 
million dollars. It would reach 
from the earth to the moon and a 
fifth of the way back again. 

“If it were possible for a man 
to walk around the world at the 
equator and to pick up three hun- 
dred dollars at each step over land 
and sea, his ‘takings’ on the round 
trip would be about fifteen thou- 
sand million dollars. But if they 
were dollar bills and he could 
count them at the rate of 60 per 
minute, to do so would take him 
more than 1000 years, working 
10 hours per day. 

“Study these comparisons. You 
really need some idea of the mag- 
nitude of fifteen thousand millions 
of dollars. For that is the amount 
we are paying for Government in 
the United States per year and if 
we don’t watch out it will go still 
higher.” 


$1,000 Per Family— 


Another way of picturing the 
situation was offered last summer 
by Senator Tydings (Dem., Md.), 

(Continued on page 80) 
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Horn Hardware, Toledo, Ohio 


Paige This Store Room 


into an All Year 


pi» 


HE Horn Hardware Co., 
| Toledo, Ohio, has handled 
toys and juvenile gift mer- 
chandise at Christmas time for a 
number of years, but after the 
Christmas season always stored 
the remaining stock away in the 
second floor storeroom. When 
children or their parents came 
along during the between-season 
period, as they frequently did, it 
was necessary to hunt around 
among the other items in the stock- 
room for just the item that would 
satisfy the customer. That was 
before Mrs. Horn gave up her 
club work and became enthusiasti- 
cally interested in the toy depart- 
ment of her husband’s store. 
With a woman’s practical view- 
point, she decided that the stock- 
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room could be made into an all- 
year toy department that would 
not only save time, but add con- 
siderably to the annual volume of 
toys sold. The old showcases dis- 
carded by the main floor hardware 
department were just the thing 
Mrs. Horn wanted to show dolls 
and to keep them from deteriora- 
tion and unnecessary handling. 
These were placed along the side 
of the room, leaving just enough 
room to pass behind to the shelv- 
ing where more dolls and toys are 
kept. A fairly wide aisle sepa- 
rates the showcases from the open 
display tables carrying games, 
trains, blocks and wooden toys. 





The aisle is wide enough to per- 
mit the customer to step back far 
enough to see the dolls in the 
cases. 

At the rear of the store is a 
comfortable rest room space that 
comes in handy for summer toy 
buyers. A hammock swing and 
chairs are there for tired mothers 
to rest while shopping. 

When changing over the old 
storeroom to a toy department, 
Mrs. Horn was able to cooperate 
with some carpenters who had ac- 
counts with the hardware depart- 
ment. They agreed to build shelv- 
ing along the sides of the toy 
room. These shelves are recessed 
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in the walls and give a good dis- 
play without taking up undue 
room. In this way an otherwise 
wasted space was made into a 
profitable all-year department. 

Mrs. Horn stated that it is sur- 
prising to see the amount of toy 
business that is done in her de- 
partment the day after Christmas 
and for an indefinite period there- 
after. Little Johnnie gets a train 
for Christmas. He goes to Jimmy’s 
house and tells him all about it. 
Jimmy comes over to see the train 
and from then on it is just a mat- 
ter of time until he must have a 
train, or some similar toy. Many 
youngsters receive money gifts at 
Christmas which are invariably 
spent for long-wished-for toys. 

It is Mrs. Horn’s practice to 
wrap many of the toys in cello- 
phane as a means of protecting 
the toy as well as the health of the 
child. The entire department re- 
flects a woman’s judgment in buy- 
ing toys that are sensible and suit- 
able to her trade. She understands 
youngsters’ wants and can suggest 
many things to mothers and 


fathers that make their children 
happy with the toys she sells them. 
She had one instance where a 
woman complained of having 
bought her child (not in Horn’s 
store) a large “beautiful” baby 
buggy, but the little girl had not 
played with it at all. The child 
showed a keen interest in a very 
small inexpensive buggy. It was 
clearly evident to Mrs. Horn that 
the child was simply exhausted 
trying to push a buggy too large 
for her years. Some parents, how- 
ever, have learned not to buy toys 
that they think the child should 
like, but toys they do like. One 
man, said Mrs. Horn, brought his 
little girl in to the department to 
select a gift for her little girl 
friend. The child chose, of all 
things, a gas station in miniature. 
The father readily assented to the 
choice and won Mrs. Horn’s praise 
as a “nice father.” The little girl 
was happy and her judgment was 
probably good where her fun 
was concerned. 

Toys have a style element and 
each year sees its new ideas in 


Was Transtormed 
Toy Department 








The Horn Hardware Co., Toledo, Ohio, used to 
store toys and juvenile gift merchandise in a 
second-story room, except during the Christmas 
season. Folks continued to call for toys from time 
to time during the year, and Mrs. Horn, who has 
ideas of her own about selling toys, decided that 
they could be made the basis of a profitable all- 
year department. This article describes the changes 
she made in the store room space and the success 
of her toy department, which has the added advan- 
tage of bringing people through the hardware de- 
partment on their way to purchase toys. 








DECEMBER 5, 1935 





playthings arriving. In 1933, for 
instance, the Ed Wynn fire chief 
was a popular number among 
many others. Last year Buck 
Rogers toys were among the popu- 
lar group. The all-year depart- 
ment is an advantage in disposing 
of stock, and Mrs. Horn is not in 
the habit of letting her stock get 
cleared out at the Christmas sea- 
son. She knows she will have de- 
mands beginning the day after 
Christmas. Each season’s require- 
ments must be studied just as they 
are in the hardware stock. 

Mrs. Horn has not done a great 
deal of advertising. For one thing 
she prefers to keep her department 
functioning on a steadily profit- 
able basis, without the necessity of 
extra help which naturally is not 
trained to handle her trade as she 
requires it handled. The many 
discriminating customers who ap- 
preciate Mrs. Horn’s clean, un- 
crowded department, where they 
do not have to watch their pockets 
and pocketbooks, and where toys 
are not handled by hundreds of 
youngsters, tell their friends about 
it and the word spreads rapidly. 
So much business is obtained this 
way that the department is very 
satisfactory to Mrs. Horn. Her own 
family is able to assist in the busy 
season. Of course, the year-round 
toy department is a great factor in 
making people conscious of 
Horn’s as a place to buy Christmas 
toys. As a rule the department 
stores do not operate separate toy 
departments in Toledo, but the 
Christmas rush is so great that, 
while many people take their chil- 
dren to see the department store 
carnivals, they come back to the 
Horn store to buy in comfort and 
with satisfaction. These people 
come from the several surround- 
ing towns and villages to see the 
Christmas displays. 

The department stores advertise 
some well-known items at prices 
that cannot be duplicated profit- 
ably. Mrs. Horn states she makes 
it a point to call the attention of 
the customer interested in such 
items that the department stores 
sell the items much lower, but for 
one day only, no phone orders, no 
exchanges, etc. It is better, says 
Mrs. Horn, to warn the customer 
of these conditions than to have 
them purchase a $1 item and find 

(Continued on page 67) 
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The Independence Hardware 
Co. Independence, Mo., en 
the China and Glassware De- 
partment up prominently. 


This Hardware 





Spotless display a prime requisite in 


moving large quantity for Independence 
Hardware Co., Independence, Mo. De- 
partment second only to paint in volume. 
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Store Obtains Important Volume From 


China and Glass 


NLY one other department 
QO in the large retail store of 
the Independence Hard- 
ware Co., Independence, Mo., 
means more to Manager Allen E. 
Qurollo than the china and glass- 
ware section. No other depart- 
ment occupies so much up-front 
space. And probably no section 
in the carefully operated establish- 
ment receives quite so much care. 
Paints are the only merchandise in 
the store that run into better vol- 
ume than china and glassware. 

Amid many attractive displays, 
it is the most noticeable of all. 
“There is good profit in this line,” 
declares Mr. Qurollo. No wonder 
the department is so well nursed, 
not only from day to day, but 
from hour to hour. Customers or 
no customers, Mrs. H. G. Green, 
who has charge of the section, sel- 
dom ceases to be busy keeping the 
displays spotless and constantly 
rearranged. 

The fact that hardware is the 
key word in the firm’s name indi- 
cates nothing at all of the promi- 
nence that characterizes its show- 
ing of china and glassware. 
Something from this section is 
nearly always on display in the 
big show window. Sometimes, to 
the view of the passerby, it domi- 
nates the whole front of the store. 

Years ago the housewives of In- 
dependence and vicinity learned 
they could fill their glass and 
china needs here. So the impor- 
tance of the department is played 
up by the management according- 
ly. It takes up half the front of the 
store, which means a space 25 feet 
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wide and 50 feet deep. Fully a 
dozen display tables, each spread 
with immaculate linen, are used 
to show off the dishes and other 
vessels to advantage. Every now 
and then the table cloths are 
changed to preserve Mrs. Green’s 
policy of spotlessness. 

Adjoining the department in the 
rear is the section devoted to the 
firm’s display of kitchen utensils 
and other home wares. Taken to- 
gether, the two sections make a 
connected showing of related mer- 
chandise no less than 100 feet 
long and 25 feet wide. Several 





t 





China and Glass 
provide many gift 
suggestions and at- 
tract women custo- 
mers to the hard- 


ware store. 











of the showcases are given over 
to the display of household silver. . 
Each section supports the other. 
With the exception of drapery and 
furniture, a woman can come here 
and outfit her home. 

It is pretty much of a shopping 
paradise. Only impulse merchan- 
dise is carried. Slow-movers re- 
ceive short shrift. Mr. Qurollo 
and his staff have studied the local 
field so long and intensively that 
they are experts in judging the 
selling merits of almost any item. 
Yet, with proper caution, they do 
not hesitate to try promising novel- 
ties. There is nothing stodgy about 
the stock, but they insist that it 
must move. 

Dinner and water sets are the 
liveliest sellers. There are several 
English and Bavarian patterns in 
china. A careful selection of 
bridge sets and a number of popu- 
lar novelties in glass and china for 
bridge prizes are carried. The 
firm shows only one pattern in 
Haviland. Its nearness to Kansas 
City, Mo., makes it impractical to 
show more. 

There is an attractive showing 
of Cambridge glassware. For the 
cheaper dinner sets of domestic 
patterns, of course, there is a con- 
stant call. Thirty-two piece sets 
of this grade sell at $3.75 and 
$4.29. These pieces are kept made 
up in sets of different sizes. Mrs. 
Green says the brides seldom know 
exactly what they want. This cir- 
cumstance gives her many a 
chance to advise them wisely and 

(Continued on page 42) 
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-Moving Displays 


Two ideas for your Christmas 


windows featuring motion . . 


ITHER one, or both, of the 
E simple action features il- 

lustrated by the accom- 
panying sketches, will, if used, add 
power to the hardware dealer’s 
Christmas windows. 

The display designs, shown in 
the sketches, are merely acces- 
sories to illustrate the operation 
of the mechanical units. The dealer 
may use his own decorative ef- 
fects and ideas. 

In Figure No. 1, which shows 
a head of a Santa Claus framed 
by a Christmas wreath, the head 
turns from side to side behind a 
circular opening in a panel which 
stands outward at least 15 inches 
from the window back. 

The action is provided by an 
oscillating electric fan from which 
the blades and guard have been 
removed. The head and neck of 
the figure are mounted on top of 
the fan’s motor which is housed 
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within a construction representa- 
tive of the shoulders and breast 
of the old gentleman’s cloak. The 
head and neck protrude through 
a hole cut in the top of the hous- 
ing, as is illustrated by Figure No. 
2. When the current is on, the 
fan’s motor turns from side to 
side; the head turns with it. 

Incidentally the head of the fig- 
ure may be molded out of wire 
and covered by a false face, a wig, 
and a cap. 

The blades and guard may be 
readily removed from most types 
of fans, but, if yours is one to 
which these features are welded, 
it may be used anyway by pro- 
viding the head with a longer 
neck and dropping the fan so far 
below the edge of the hole in the 
panel that the guard cannot be 
seen by the spectators. However, 
the figure must be mounted on the 
motor, not on the guard. Also, 
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FIGURE Nok. 





provisions will have to be includ- 
ed to care for the air currents set 
up by the fan’s blades. 

If the dealer prefers, he may 
use some figure other than that of 
a Santa Claus, or he may affix a 
sample of his merchandise on top 
of the fan and let it swing from 
side to side as a means of exhibit- 
ing its features. 
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Stop the Crowds 


The whole contrivance should 
be housed within a black box, or 
surrounded by black curtains, so 
the background will be inconspic- 
uous. A spotlight may be placed 
above and trained upon the figure 
lo increase its prominence. 

A variation of the scheme calls 
for covering the face of the open- 
ing with Tarlton cloth and putting 
a lighting unit inside and equip- 
ping it with a flasher button to 
turn the light off and on at inter- 
vals. When the light is off, the 
figure cannot be seen; when it is 
on, it can be. In the meanwhile 
the figure will have altered its po- 
sition. 

Figures 3-A and 3-B merely il- 
lustrate the construction of an end- 
less belt contrivance by means of 
which items of merchandise may 
be moved across the spectator’s 
field of vision in a straight, hori- 
zontal line and disappear, only to 
reappear at the other end and re- 
peat the performance endlessly. 

The illustrations show small, 
wheeled toys, but the plan will 
work, with modifications, for mov- 
ing small items of other types of 
merchandise which are mounted 
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on light, horizontal plates which 
are connected by clips to the end- 
less belt below the floor of the 
display platform. 

Figure 3-B illustrates the con- 
struction. It shows that there are 
two wheels, “X” and “Z,” with 
grooves in their rims, set hori- 
zontally as close to the underside 
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FIGURE 3-A 


of the platform as possible. A belt, 
“B.” moves around the wheels. 
Wheel “X” is attached to the same 
axle as wheel “Y,” which is con- 
nected to the motor, “M.” 

The platform contains a slot 
corresponding to the orbit de- 
scribed by the belt. The slot should 
not be less than a quarter of an 
inch wide. The belt should not be 
less than a quarter of an inch in 
diameter. 

The figures which move across 
the scene are attached to the belt 
by perpendicular metal strips, des- 
ignated by “A,” which are clamped 
around the belt so they will move 
freely with it and will fit snugly 
into the grooves in the wheels. 

While the principle is the same 

(Continued on page 66) 
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The recently remodelled front of Hub- 
bard’s, Flint, Mich. 


Flint, Mich., firm be- 
lieves in fully stocked 
displays to win trade 


HILE toys and other spe- 
cial gift merchandise is 
looked upon with favor 


by Hubbards, of Flint, Mich, 
their large Christmas trade is done 
entirely with their regular lines 
carried throughout the year. This 
includes housefurnishings, cutlery, 
hand and power tools, both major 
and small electrical appliances, 
sporting goods, wheel goods, etc. 

Handicapped to some extent by 
a store too narrow for ideal Christ- 
mas displays, this firm’s careful 
handling of available space ac- 
counts for a very satisfactory holi- 
day volume. The housefurnishing 
department, located on the second 
floor, is in charge of Mrs. Mabel 
Rice and her assistants are all 
women. With a woman’s eye for 
economy of space and her in- 
sistence upon absolute neatness 
and cleanliness, she has attracted 
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Regular 
ey Hubbards 
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Get goin’ 
fellers, 

I got 
mine! 







. ‘Alfred’s Royals’ 


AT $450 PR. 


These skates are the famous Alfred 
Johnson racing models. A real quality 
tubular skate and shoe outfit at a low 
Price. 

Other skate outfits $3.50 to $10.85, for 
both boys and girls. 








USE OUR LAY-AWAY PLAN 


Make your selection early while our run of sizes is com- 
plete. A Small Deposit Holds Them Till Chrixmas, 


HIUBBARD’S 


“Flint'’s Finest Hardware and Spérts Store” 









































HUBBARD’S 





“Flint’s Finest Hardware and Sports Store” 
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Hardware Lines Make Up 
Christmas Trade . 


a large women’s trade to her de- 
partment. Last year she had one 
of the most pleasing decorative 
schemes possible. A uniform de- 
sign using a star cut from wall- 
board, and mounted with strip 
borders of green, silver and a red 
cut-out antelope was duplicated 
with professional skill. These stars 
were duplicated all down the cen- 
ter of the room in perfect align- 
ment. Less frequently duplicated 
small stars ran down the sides mid- 
way between the center and the 


wall. Red and green garlanding 
completed the decorations. The 
effect was most satisfactory. See 
photograph below. 

In this same department long 
narrow arrangements of tables 
were replaced by tables 6 x 6 feet 
placed anglewise. It was found 
that this arrangement permitted 
more traffic without crowding and 
compelled circulation through the 
entire department. It is the policy 
of the Hubbard store to place 
competent people at the head of 


various departments and allow 
them to work out their own ideas. 
This policy has been productive 
of good results. In the case of this 
particular department the Christ- 
mas sales will run in the neigh- 
borhood of $500 per day. It is the 
practice to have tables well stocked 
giving the impression of full op- 
portunity for selection. Risers of 
about four inches add to this ef- 
fect. Glass cooking ware, alumi- 
num goods, china and crockery, 
(Continued on page 68) 





The second floor of Hubbard’s, Flint, Mich., is a fine example of the holiday presentation of regular hardware merchandise 
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as gift goods, 
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Juvenile Gifts Lead Customers to 


Higher Price Lines 


r SHE Walz Hardware Co., 
Saginaw, Mich., has been do- 
ing about $15,000 in Christ- 

mas toy and gift business of 
recent years. In former years 
with higher price ranges on all 
toys, the figure was much higher. 
Toys today are lower in price and 
higher in quality, and the fact is 
indicated that there is no let up in 
the number of toys being sold, but 
that dollar volume is down the 
last few years. 

The old story of good merchan- 
dising holds good with toys, gifts, 
wheel goods and general Christ- 
mas merchandise. Without a full 
and complete line you are lost. It 
is natural for people io make their 
Christmas purchase where a wide 
selection is available and the mere 
appearance of quantity seems to 
draw them to you also. 

While the Walz Hardware Co. 
makes a big display in its L-shaped 
store and gives its windows over 
to Christmas merchandise dis- 
plays, it does not go in for the 
carnival idea at this time. The 
tables usually given to housefur- 
nishings are entirely taken up with 
dolls, juvenile books, children’s 
furniture, games and every con- 
ceivable Christmas gift for the 
youngsters. On the floor with 
miniature office desks and play- 
things of the larger price range 
is a display of wheel goods. Tri- 
cycles, scooters and bicycles are 
all of a high quality and sturdily 
built. 

The Walz store has found the 
toy line a valuable aid to other 
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Walz Hardware Co., Sag- 
inaw, Mich., finds Toys 
an aid to such lines as re- 
frigerators, radio, electri- 
cal appliances, etc. Carry 
them as year ’round line. 














and more important items such as 
refrigerators, radio and electrical 
appliances. Last Christmas sea- 
son the writer was in the Walz 
store just after an electrical re- 
frigerator had been sold as a 
Christmas gift. A woman had been 
looking over the Christmas line 
and had become interested in the 
refrigerator as a gift to her daugh- 
ter. This is not an isolated case 
by any means, as it is quite natu- 
ral that juvenile gifts should lead 
up to more expensive and sales 
volume making items for adult 
presents. 

The main promotional effort 


made by the Walz store for its 
Christmas merchandising is its 
rather unique type of advertise- 
ments. Single column by two inch 
ads featuring a suggested gift 
item and carrying the store’s 
rather distinctive and well-known 
nameplate, are spotted around 
through the local daily paper. 
This style of advertising has been 
very satisfactory for Walz. 

Toys and gifts are an all-year 
line with Walz and while the main 
tables are given over to the vari- 
ous seasonal lines throughout the 
remainder of the year, a wall dis- 
play space of about 150 feet is 
permanently devoted to the gift 
line. The Walz people believe 
that this continuity of interest in 
their toys and gifts reacts very 
favorably on their December busi- 
ness in these lines. 

Due to the shape of the store, 
Walz is able to keep the regular 
hardware lines, such as tools and 
supplies more or less separated 
from the Christmas lines. 

The answer to the question of 
Christmas merchandising, accord- 
ing to the Walz firm’s experience, 
is to have an adequately large 
stock of wanted Christmas lines, 
give them plenty of display, ad- 
vertise them and keep at it. That 
together with their all-year han- 
dling of these items has made 
Walz a strong believer in them. It 
was the consensus of opinion 
throughout the State of Michigan, 
that without toys, many stores 
would have been unable to sur- 
vive the past few years. 
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Does a Manufacturer 


Lose Control of His Name 
and Good Will 


when he sells his trademarked goods 


N Nov. 18 at White Plains, 

N. Y., Judge Frederick P. 

Close of the Supreme 
Court handed down in chambers 
a decision declaring the Feld- 
Crawford State Fair Trade Act 
unconstitutional in an_ action 
brought by Doubleday, Doran & 
Co., Inc., and Doubleday, Doran 
Bookshops, Inc., to restrain R. H. 
Macy & Co., Inc., from cutting 
book prices. Although the action 
was brought specifically with re- 
gards to book sales, the statute, 
as enacted, applied to sales of all 
trademarked commodities. 

The constitutionality of the act 
was upheld Nov. 1 by Justice 
Philip A. Brennan of the Supreme 
Court, Brooklyn. Justice Brennan 
granted an injunction to Cooper 
& Cooper, Inc., of 35 York Street, 
Brooklyn, manufacturers of razor 
blades, to restrain Samuel B. 
Angert, druggist, from selling 
Cooper blades at 14 cents for five 
instead of 25 cents for five. 

The injunction sought by the 
Doubleday, Doran firms was de- 
nied, and the contention of Leon 
Lauterstein, counsel for R. H. 
Macy & Co., that the law under 
which it was sought was unconsti- 
tutional was upheld. Both Mr. 
Lauterstein and Morris L. Ernst, 
Doubleday, Doran counsel, had 
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By SAUNDERS NORVELL 


announced their intention of tak- 
ing the case to the Supreme Court 
of the United States if necessary. 
An appeal, therefore, is regarded 
as certain and was foreshadowed 
in the remarks of Justice Close. 

“Many writers on economic 
questions,” he said, “have long 
urged that legislative relief be 
granted against so-called price- 
cutting, maintaining that it is an 
economic evil that should be erad- 
icated. That may be so, but my 
present opinion is that our funda- 
mental law must be changed be- 
fore such an act as this can be 
upheld. If our present organic law 
is to be held elastic enough to 
permit legislation such as this, it 
seems that so radical a departure 
from precedent might better be 
announced by the court of last 
resort.” 


Penalty 


The law provided that any re- 
tailer “willfully and knowingly” 
selling such articles at less than 
the contract prices was liable for 
damages to any retailer injured 
by such competition, even though 


the cut-rate vendor was not a party 
to the contract. 

The decision of the Supreme 
Court which has made all of the 
mischief for price maintenance 
was the opinion in the case of 
Miles vs. Parks rendered in 1911. 
There had never been any ques- 
tion about maintaining prices by 
contract or by license patent notice 
prior to that time. In the so-called 
Miles case, the Supreme Court 
laid down the rule that after one 
sells any property belonging to 
him and has transferred title, so 
that it belongs to someone else, 
that he has lost all interest in it 
and has no power over it either 
as to dictating the price at which 
it is to be resold or in any other 
particular, excepting real estate. 
This argument sounds réasonable 
and convincing, and in the absence 
of special circumstances is unas- 
sailable. However, in discussing 
this case, William H. Ingersoll 
said: 

“I had an _ experience that 
seemed to be irreconcilable with 
this doctrine. When I was in the 
Ingersoll dollar watch business, 
we had a case come up where a 
retail dealer on downtown Market 
Street, Philadelphia, filled a dou- 
ble window with our dollar 
watches offered at fifty-nine cents. 
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He paid more for them than this, 
but of course was using them as a 
leader. All the other dealers either 
met the price, sold out and dis- 
continued the goods, or took them 
off sale, with the result that this 
spread in all of the area through- 
out and surrounding Philadelphia. 
In that territory at that time our 
sales were running about $3,000 
a day and in less than sixty days 
we had lost more than two-thirds 
of this business. 


“That gave me something to 
think about, because when the 
court declared that we had no in- 
terest in these watches after we 
had sold them, this did not check 
with an actual experience wherein 
one dealer could ruin a business 
which my family had been then 23 
years building up. It was clearly a 
dirty injustice for one fellow to 
use another fellow’s merchandise 
in such a way, and the more I 
thought about it, the more I re- 
alized that there really was some- 
thing wrong in the reasoning of 
the Supreme Court decision. In 
getting at this discrepancy in the 
legal argument, I asked myself 
why it was that the cut-price sale 
by this one dealer affected all the 
other dealers. It came to me then 
that it was a trademark question. 
It was the fact that the name 
Ingersoll was on all of the watches 
whether they were in one store or 
another, that everybody knew that 
the article was exactly the same 
whether bought from one dealer 
or another dealer. If those goods 
had not had our name and guar- 
antee attached to them, we would 
not have cared what this cut-rate 
store sold them for. But when he 
exploited the fact that they were 
our goods, then that made a diff- 
erence, and made it impossible 
for our other trade to avoid losing 
money by investing in and push- 
ing our merchandise. 

“Then I came back to the rea- 
soning of the court. The opinion 
in the Miles case said a man can 
do what he pleases with what he 
owns and that he cannot exercise 
any control over what anybody 
else owns. But I said to myself, 
we did not sell this man our trade- 
mark. We did not part with our 
name and goodwill when we sold 
him a few hundred watches. So 
he was using something that be- 
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longed to us and that we had a 
right to control. Then it dawned 
on me that we ought to have some 
kind of agreement or license at 
the time of sale by which the 
dealer admitted that in accepting 
goods with our name and trade- 
mark, that only the physical mer- 
chandise became his and that the 
goodwill and reputation and trade- 
mark remained ours, and that if 
he used this in the sale of the 
goods that he must do so subject 
to any reasonable stipulation that 
we made including the resale 
price. 


A New License 


“Thereupon I worked out a new 
license modeled somewhat on the 
old patent licenses but based upon 
the brand instead of the patent. 
Then I took it to one of the best 
trademark lawyers in New York, 
a man that we had used a good 
deal, and discussed my theory with 
him. He agreed that I had struck 
a new distinction and that it was 
obviously reasonable, fair and 
just, and that it ought to be ap- 
plicable in law. Then he helped 
me to revise the new license some- 
what, and I retained George W. 
Wickersham, who you recall had 
been Attorney General in the Cabi- 
net of Theodore Roosevelt. I went 
all over the ground with Mr. 
Wickersham and he said I was ab- 
solutely right and he would gladly 
defend me, and assured me that 
my analysis was a safe one to pro- 
ceed upon. : 

“Thereupon we adopted the 
system and used it for six years, 
which was until the end of the 
time I was in the watch business, 
when I left to enter the Govern- 
ment service during the war. After 
we had been using the system a 
year or two, the Department of 
Justice sent up some investigators 
and they spent six weeks going 
through our files, and then they 
had me down in the district at- 
torney’s office almost continuously 
for several weeks. But although 
they never admitted that our posi- 
tion was right, they never brought 
any action and we continued its 
use for years. 

“In 1917 a department store in 
Newark cut the prices on our 
goods and we brought a suit 
against them in the Chancery 


Court of New Jersey, which is one 
of the most respected courts in the 
United States. This store got two 
eminent firms of lawyers to defend 
them. The Court granted us first 
a temporary injunction and then 
a permanent injunction, but we 
never could get them to appeal the 
case because they were so thor- 
oughly spanked in this decision, 
and I guess in the process they 
were convinced themselves they 
were wrong. After winning that 
decision, we sent copies of it to 
all the trade throughout the coun- 
try and never had any more 
trouble. 


“IT mention all this because this 
is the fundamental and sound 
ground upon which to defend uni- 
form prices on branded merchan- 
dise. In addition to this, of course, 
we now have ten States in the 
Union with a population of ap- 
proximately one-half of the total 
market of the United States, i.e., 
nearly 60,000,000 people, where 
so-called fair trade laws have been 
passed, enabling manufacturers to 
control their prices by direct con- 
tracts. In some respects this is 
simpler than the trademark and 
license system that I have de- 
scribed but in other respects it is 
much more complicated and is not 
basically so sound! 


“Lawyers do not understand the 
question because they do not ap- 
preciate the business equities of 
the situation—the thing is not real 
to them—and the only thing they 
do is go back and read a line of 
decisions which they consider con- 
trolling. If that was all there was 
to it, there never would be any 
progress in the law. Mr. Wicker- 
sham assured me that all of the 
decisions that the Supreme Court 
have rendered on this subject are 
beside the point in a case based 
upon the trademark or brand. 
Cases have been carried up to the 
Court where it was claimed that 
cutting the price infringed the pat- 
ent. If we ask for relief on a false 
basis, we cannot blame the Court 
if it denies our petition. Similar 
things have been asked on the 
basis of secret processes which 
was the plea in the Miles case, but 
Mr. Wickersham said that I had 
made a bonafide distinction that 
would stand up under any analy- 

(Continued on page 70) 
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KING GEORGE IZ,0F 

ENGLAND, HAS MORE 

THAN 700 CLOCKS 
IN HIS SEVERAL 
ROYAL PALACES / 

















WASHTUB RACES / 


ORDINARY WOODEN WASHTUBS, 
EQUIPPED WITH OUTBOARD MOTORS, 
WERE USED IN RACES ON LAKE 
MARANACOOK, MAINE, 

LAST SUMMER / 
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BEING MADE BY A ease” 
MANUFACTURER / THE BLADES, OF THE 
WAFER TYPE ARE SAID TO BE HARDER. THAN 
ISTEEL, AND REMAIN SHARP FOR WEEKS 
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A TEARLESS ONION PEELER 
WAS AMONG THE NEW 
INVENTIONS GHOWN AT 
THE RECENT INVENTORS’ 
SHOW IN MINNEAPOLIS / 
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This Texas dealer knows by his records 


Where Credit is Due 


Fox Hardware Co., Dalhart, uses flexible system 


to insure collections and keep merchandise sold. 


manager of the Fox Hard- 
ware Co. in Dalhart, Tex., 
finds that only a well worked out 
system, flexible enough to meet 
changing conditions, will insure 
collections, so vital to the success 
of every business. For a ten-year 
period his collection losses were 
less than one-half of 1 per cent. 
His store does an annual volume 
of $300,000, the largest gross of 
any similar business north of the 
Canadian River in the Panhandle 
of Texas, Oklahoma and New 
Mexico. 
Though a collection system has 


J R. (JIM) FOX, owner and 
& 


to be changed when conditions de- 
mand it, there are nevertheless 
fundamental factors necessary in 
every plan. 

The first thing, perhaps, is to 
have a definite understanding of 
when and how payment is to be 
made. In 99 cases out of 100 
such an understanding results in 
payment when stipulated, Mr. Fox 
finds. He puts a man both on his 
honor and the dotted line. But 
these understandings must be 
broached and concluded before the 
sale is made. 

Another important thing is to 
get a sufficient down payment to 


afford protection in the event the 
first instalment is not paid on time. 
From electric irons on up Mr. Fox 
follows this policy. If a buyer 
cannot pay this sufficient down 
payment the chances are he can- 
not meet his instalments, so only 
an ultimate loss is indicated for 
the dealer. In instalment selling 
Mr. Fox makes it plain that if the 
first payment, or any payment, is 
not met the buyer is to bring the 
purchase back to the store where it 
will be held a reasonable time to 
give him opportunity to resume 
payments. If the article, large or 
small, is not returned Mr. Fox 





Interior of the Fox Hardware Co.’s store in Dalhart, Tex. 
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C1. 


FARMER'S PROPERTY STATEMENT 
FOR THE PURPOSE OF OBTAINING CREDIT IN THE PURCHASE OF 





AS PER ORDER THEREFOR | HEREBY AFFIRM 
PROPE! 


ING IS A TRUE AND COMPLETE STATEMENT OF MY 
NET WORTH. 


THE FOLLOW! 
IRTY, INDEBTEDNESS AND 









































ASSETS LIABILITIES 
——_—— HEAD OF CATTLE WORTH S$. OWE ON PERSONAL PROPERTY s. 
HEAD OF HORSES = 5. OWE ON REAL ESTATE TO 
————. HEAD OF HOGS . s. 
——. HEAD OF SHEEP - s. DUE AMOUNT $_ 
TRACTORS bs s. 
OTHER FARM MACHINERY 3 
AUTOMOBILES ° $s. 5. 
MOTOR TRUCKS “9 s. CROPS ARE MORTGAGED TO 
OTHER PERSONAL PROPERTY s. C88 Geena 
REAL ESTATE LISTED BELOW Ss | ALL OTHER INDEBTEONESS ne ee 
TOTAL CASH VALUE ALL PROPERTY ‘5. TOTAL $. 





NET WORTH (SUBTRACT TOTAL LIABILITIES FROM TOTAL ASSESTS) s. 





SECTION. RANGE. 





OR aarare' t COUNTY. STATE. 


REAL ESTA 














MY 19. CROP CONSISTS OF. 


ACRES CORN. 


ACRES WINTER WHEAT. 


ACRES RYE___ 


ACRES SPRING WHEAT 


ACRES FLAX__ —____. ACRES OATS 





ACRES COTTON. 


ACRES RICE. ACRES. 





CO ———————— 


CASH OR GRAIN RENT. 








MY AGE Is___._§.... YEARS 





HAVE YOU EVER TAKEN TcyY?. 











! REFER YOU TO THE FOLLOWING REFERENCES: 


NAME BUSINESS 


POST OFFICE ADDRESS 














1o0 MY WITH 





aT. 





DATED. 19. 





WITNESS. 


POST OFFICE 




















This form aids materially in obtaining useful information 
for the Fox Hardware Co., Dalhart, Texas. 


side contains the following: 


DEALER’S AND SALESMAN’S REPORT 
Is purchaser buying machine for his own use or will he also do 
| ey een 


The reverse 








Number of dependents......... OEP Gi ccc canex SS Bice cvecs 
a dca. oa ed ek oo 0 ds 4 .6.d ata tidnD eine eee eb « bee aha 
EE Gb cc piccemenden nes seers HinbAbh cues scpMeNasemnes bh aie 
RIEL IT 1 ER IY UT ITO 


Dealer 


Sa 
I have carefully investigated the credit feature of this sale and 
recommend the acceptance of the notes. 


Signed 


sends after it. But even in the 
latter case the purchaser never be- 
comes peeved because the under- 
standing was clear and unequivo- 
cal. 
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Traveler 


This understanding includes an 
oral statement from the buyer as 
to how he expects to pay for the 
goods, and if the given source 
should fail what other source of 





payment will he have. In the case 
of large sales Mr. Fox always pro- 
tects himself with a mortgage or 
lien. The sincere purchaser will 
not object; the other type is a 
detriment to any business. , 

If a farmer wants machinery to 
harvest his crop Mr. Fox looks 
him up in his mortgage file, which 
is corrected each week. If the 
bank has the farmer’s chattels, 
perhaps also his crop mortgaged, 
and the man cannot pay for his 
machinery, Mr. Fox requires that 
the bank sign a waiver or other- 
wise guarantee payment of the 
equipment. 

Mr. Fox pioneered the power 
farming equipment field in the 
Dalhart territory but has never 





J. R. FOX 


lost on any sales. Other dealers, 
less careful, have been wrecked. 
Figures already given show the 
Fox Hardware gets more than its 
share of Panhandle business yet 
its sales are as ironclad as possible 
from a collection standpoint. 

In the case of heavy or power 
equipment Mr. Fox takes the buy- 
er’s financial statement, submits 
it to his equipment manufacturer. 
If the manufacturer approves the 
statement and agrees to carry the 
paper Mr. Fox sells the equip- 
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ment. Otherwise he does not. 
There is only one exception to this 
rule. That is in the case of some 
pioneer plainsman upon whom 
Mr. Fox is willing to depend. “I 
have never lost a dollar in making 
such an exception,” he declared. 

The mortgage file gives a lot of 
valuable data. If a man needs 
equipment in order to stand a 
reasonable chance of profitable 
farming, wants credit and says he 
is going to get a Federal Land 
Bank loan, Mr. Fox checks into 
how heavily the land is encum- 
bered. If the mortgage file indi- 
cates that the Federal loan is 
likely to be granted Mr. Fox sells 
the man the needed equipment 
and takes a mortgage or mechan- 
ic’s and materialman’s lien, de- 
pending on the nature of the goods 
sold. The bank will clear up this 
indebtedness before closing the 
loan. If the loan is already made 
Mr. Fox sells, provided there are 
chattels to be offered as security. 
He also retains a mortgage on the 
equipment. If there is no indica- 
tion when or how an account can 
be paid, Mr. Fox does not sell. 

A mechanic’s and materialman’s 
lien now ranks with vendor lien 
notes, Mr. Fox explains. Under 
a court ruling several years ago 
such a lien, though executed after 
land has been sold and vendor 
lien notes drawn, gets its pro rata 
share of proceeds from a forced 
sale, the courts holding that im- 
provements are part of the land. 


No “Collection Letter’’ 
The Fox Hardware Co. has no 


special file of “collection letters,” 
no high-powered collectors. Seven- 
ty-five per cent of the collecting 
is insured before and when the 
sale is made, Mr. Fox declared. 
Statements are mailed on all ac- 
counts the first of each month. If 
an account lies dormant three or 
four months; no payments, no 
charges, a 15-of-the-month state- 
ment is mailed. It carries a short, 
friendly note, always friendly, re- 
minding the debtor that “we are in 
need of some money and we will 
appreciate it if you can arrange to 
take care of all or part of this 
account.” 

Then there comes the human, or 
psychological element, which is a 
power for success in every busi- 
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ness in proportion to the effort 
the owner or manager is willing 
to put into its study. Mr. Fox 
studies and understands people. 
Ninety-five per cent of people 
are honest, he says. Part of the 
other 5 per cent are reckless buy- 
ers, who are honest to the extent 
that they mean well, and the rest 
are deadbeats. The deadbeat is 
hard to detect. Earmarks of one 
are trying to rush the dealer into 
a sale, or buying as if he owned 
the Bank of England. When ques- 
tioned as to how he will pay he 
has any number of plausible 
stories: He has just sold land in 
Punkin Center, or sent for his part 
of an estate, or something else 
but his stories are always hard 
to check up on. He gets peeved 
if the dealer tries it. Sometimes 
the deadbeat runs an account for 
months, pays promptly but grad- 
ually increases it until at last he 
does not pay. Letters do no good. 
Mr. Fox tries personal contact. 
This man has a queer complex. 
If the dealer does not make him 
pay he feels the dealer is his in- 
ferior and he.will take his trade 
elsewhere. Mr. Fox makes them 


pay- 
Advice to Buyers 


The reckless buyer is simply 
that man or woman who cannot 
resist a sales talk. Mr. Fox has 
a way, it is not exactly a policy, 
of getting close to his customers, 
tapping their interests. Thus, he 
is able to go into their needs with 
them. If a buyer doesn’t need 
what he wants to buy, especially if 
it is on credit, Mr. Fox dissuades 
him. If his advice is openly 
sought Mr. Fox gives the buyer 
the benefit of his knowledge 
though it may lose a sale. In the 
long run, though, it has made 
business for the Fox Hardware 
Co. 

Then there is the vast 95 per 
cent. Among them there is the 
man, strictly honest, but habitu- 
ally slow pay. He is first cousin 
to a deadbeat in that he is liable 
to take his business elsewhere un- 
less collections are diplomatically 
enforced. Then, especially in these 
times, there is the large class that 
would pay if it could. Don’t “ride” 
such a man, Mr. Fox warns. “If 
you do you make him sore. He 


will take his business to another 
store. He is morally sound, how- 
ever, and will pay you though you 
are likely to be last on his list.” 

Aside from the deadbeats the 
only field work Mr. Fox does in 
collecting is to renew notes near 
expiration. That usually is neces- 
sary only on heavy power equip- 
ment and so is handled by a fac- 
tory representative. 

Mr. Fox, though he has done 
and still is doing a big credit busi- 
ness with an absolute minimum of 
losses, has only three forms in his 
entire credit structure. These are 
a Texas Instalment Note, a Farm- 
er’s Property Statement for taking 
a farmer’s financial statement and 
a Texas Chattel Mortgage, Form 
F 1383. All are furnished him by 
the International Harvester Co., 
whose equipment he handles. 

When Mr. Fox sells anything 
over $50 on credit he takes the 
buyer’s financial statement, his 
note and a mortgage. In addition 
he makes the buyer thoroughly 
understand the debt he is assum- 
ing and what he (Mr. Fox) ex- 
pects of him, thereby imposing 
also a moral obligation. 

Often the mortgage must be on 
the crop and Mr. Fox insists on 
the Form F 1383 Texas Chattel 
Mortgage because its language not 
only mortgages to Mr. Fox a cer- 
tain crop but in addition says this: 
“and all wild or tame crops of 
every name, nature and descrip- 
tion now growing, or hereafter 
planted, sown, grown, cultivated 
or harvested during the years 
19—, 19—, 19—, 19— and until 
said debt is fully paid.” 


Fully Paid 


“Those words ‘and until said 
debt is fully paid’ has been worth 
several hundred dollars to me this 
year,” declared Mr. Fox. “Farm- 
ers who have given me crop mort- 
gages and who had not paid them 
have applied successfully for crop 
production or similar types of 
government loans but could not 
receive the actual money until 
they secured a waiver from me. 
Those words ‘and until debt is 
fully paid’ had kept the mortgage 
in force and usually in return for 
me signing a waiver they were 
glad to make a substantial pay- 

(Continued on page 67) 
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Replacement 


To Curtail 
Untair 


Losses 





Cutlery manufacturers agree 
upon simplified, specific ma- 
terials and workmanship 
guarantee to stem current 
heavy losses to producers and 
distributors through unfair 
claims and abuses of less spe- 
cific terms. Hope to curb re- 


placement demands where 


not justified. 








LEWIS D. BEMENT 


by LEWIS D. BEMENT 


Executive Secretary-Treasurer 
American Cutlery Manufacturers’ 


Association 


HE replacement of worn 
out and abused pocket cut- 


lery, under the misrepresen- 


tation that it is defective, is costing 
every dealer who indulges in the 
practice his legitimate profit on 
a new sale and the manufacturer 
a total loss for the article. This 
loss is cumulative—both to dealer 
and manufacturer—and over a pe- 
riod of time represents a substan- 
tial sum. 

For as many years as most of 
us can remember manufacturers, 
wholesalers, and dealers have suf- 
fered substantial losses from the 
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unjustified demands for replace- 
ment of abused and worn-out 
cutlery. 

Lack of a uniform policy on 
the part of manufacturers has per- 
petuated this racket, which in 
innumerable cases it has proved 
to be, and literally thousands of 
dollars have been lost each year 
because it is easier to be a good 
fellow and be imposed on by a 
customer than exert a little sales- 
manship and show him that a re- 
placement is not justified. 

Heretofore, there has been the 
ever-present fear, in standing up 


for a fair interpretation of a guar- 
antee, that one’s neighbor down 
the street would curry favor by 
being liberal minded with the ex- 
pectation that his distributor 
would make good. 

To strengthen the hands of 
wholesalers and dealers with their 
customers and stop these losses, 
all pocket knife manufacturers 
who are members of the American 
Cutlery Manufacturers Association 
adopted some time ago a uniform 
policy with respect to the replace- 
ment of damaged cutlery. This 
policy is now being extensively an- 
nounced in a little folder which 
has been issued by the association 
and is being distributed by manu- 
facturers and wholesalers to the 
entire trade. The text of this guar- 
antee is given on this page. 
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Many knives which have been 
replaced in the past have obvi- 
ously been abused. It takes little 
expert knowledge to recognize 
this type and dealers should lose 
no time in exercising the neces- 
sary salesmanship to replace them 
at a profit. Many knives which 
have become _ unserviceable 
through use or lack of proper 
care can be repaired at a nominal 
cost. By sending these to the 
manufacturer he can quickly de- 
termine whether the repair is jus- 
tified and its cost, or whether the 
useful life of the knife has been 
lived and the customer so no- 
tified. 

There is the occasional knife 
which has a defect that escaped 
the watchful eyes of the inspectors. 
Such knives every manufacturer 
is keen to replace and will do 
so without question. Actual de- 
fects, however, are frequently dif- 
ficult to detect excepting by an 
expert so that no replacements 
should be made except after fac- 
tory examination. 





“Statement of Quality” 


“This knife has been 
carefully inspected and is 
guaranteed against any 
defects in workmanship 
or material. If found un- 
satisfactory, it should be 
returned direct to us, or 
through the dealer to us, 
for inspection and adjust- 
ment of complaint. Deal- 
ers or distributors are not 
authorized by manufac- 
turers to adjust com- 
plaints or make replace- 
ments.” 











This is the form of guarantee used by 
the Cutlery Manufacturers. 


Wholesalers and dealers who 
have received copies of the pam- 
phlet that is being distributed are 
welcoming this unified policy as 
having been made in their interest 
and are lending their aid in kill- 
ing an evil that has caused sub- 
stantial losses to dealers, whole- 


salers and manufacturers alike for 
many years. 

The manufacturers, members of 
the association, sponsoring this ac- 
tivity are: Camiilus Cutlery Co., 
Camillus, N. Y.; W. R. Case & 
Sons Co., Bradford, Pa.; Cat- 
taraugus Cutlery Co., Little Val- 
ley, N. Y.; Colonial Knife Co., 
Providence, R. I.; Dwight Di- 
vine & Sons, Inc., Ellenville, 
N. Y.; Imperial Knife Co., Provi- 
dence, R. I.; Landers, Frary & 
Clark, New Britain, Conn.; Queen 
City Cutlery Co., Titusville, Pa.; 
Remington Arms Co., Bridgeport, 
Conn.; Russell Harrington Cut- 
lery Co., Southbridge, Mass.; 
Robeson Rochester Corp., Roches- 
ter, N. Y.; Schrade Cutlery Co., 
Walden, N. Y.; George Schrade, 
Bridgeport, Conn.; Union Cut- 
lery Co., Olean, N. Y.; Utica 
Cutlery Co., Utica, N. Y.; The 
Voos Co., New Haven, Conn.; 
Western States Cutlery & Mfg. 
Co., Boulder, Colo.; and Win- 
chester Repeating Arms Co., New 
Haven, Conn. 





Store Obtains Volume from China and Glass 


they often rely solely upon her 
judgment. 

The store has developed a spe- 
cial reputation on one pattern of 
Bavarian ware decorated with a 
platinum finish, The ware is 
bought in the plain white and fin- 
ished with an artistic border of 
platinum harmonizing with the 
physical design. The work is done 
for the store by J. Gunther. It 
takes three firings to complete the 
finish. 

Many families in and around 
Independence are proud of their 
best dinner sets thus produced and 
merchandised by the Independence 
Hardware Co. They buy them at 
$55 a set. The firm has been spe- 
cializing on this distinctive design 
for seven years and has given it a 
hall-mark well recognized in the 
community. 

Rock crystal glassware is fairly 
popular in the better homes and 
Mr. Qurollo stocks it to meet the 
demand which, though limited, is 
steady. For jardinieres and flower- 
pot bases in substantial crockery, 
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of course, there is a lively call. 

Some feet away from the depart- 
ment and right at the front door 
a display table is kept for featur- 
ing seasonal novelties, iced tea 
glasses, coasters and sippers of 
colorful design are typical.of the 
summer showings on this table. It 
focuses the attention of the femi- 
nine shopper at once and often 
leads her straight to the depart- 
ment itself. Small dinner sets 
and cooky jars are also displayed 
on this advance table from time 
to time. 

With the Independence Hard- 
ware Co. dinner ware is selling 
more and more in sets of eight. 
The salespeople do everything they 
can to encourage the tendency. It 
used to be that sets of six were 
practically the rule. 

Not a speck of dust is permitted 
visibility on a single piece of china 
or glassware on display in the 
store. When not waiting on the 
trade Mrs. Green flourishes her 
dustcloth with no mercy for the 
tiniest mote that likes to settle on 


such merchandise and kill sales. 

Next to unrelenting cleanliness, 
she believes in changing the dis- 
plays from one spot to another. 
Nor does she wait for a new ship- 
ment of goods before making such 
a change. She is constantly at it. 
Occasionally she brings live mer- 
chandise displayed in the rear 
toward the front of the depart- 
ment. Invariably it has the effect 
of showing just-arrived shipments. 
Customer comment is almost un- 
failing. 

“Oh,” some feminine friend of 
the store is likely to exclaim. “I 
see you have some new dishes.” 
Well, the dishes are often not new 
at all. That customer simply 
hadn’t recognized them in their 
new location. Mrs. Green is a 
thorough believer in the virtue of 
what might be called revolving 
display. The firm’s stock of china 
and glassware generally invoices 
at about $2,500, but it is bought 
so carefully and displayed so well 
that the department always sug- 
gests a much larger investment. 
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Many Wholesalers and Retailers Ex- 
press Appreciation for Hardware Age 
Directory and Catalog Edition Just Out 


Appreciation 


Satt Lake City, Utran.—We 
find this directory very valuable 
as a reference book and are offt- 
times enabled to get in touch with 
manufacturers whom we would 
otherwise know nothing about. 

Our buyers are all very appreci- 
ative of having this book available 
for reference purposes. 

Cuar_es L. WHEELER, 

Vice Pres & Asst. Mer., 

The Salt Lake Hardware 
Company. 





Within Easy Reach 


ALEXANDRIA, La. — Thank you 
for my copy of “Who Makes It?” 
It was received in good condition 
and promptly found a place in my 
office, where it will be within 
easy reach. Every day a buyer is 
asked for some item outside his 
usual purchases, and in such 
cases “Who Makes It?” often 
comes to his rescue. 

The current edition is very 
complete and well compiled. It is 
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a pleasure to give it the praise it 
so much deserves. 
Thank you again, 
F. C. BARKSDALE, Vive-President. 
Brown-Roberts Hardware & 
Supply Co., Ltd. 





Very Useful 


Wapen, N. Y.—We received 
our copy of the Directory in very 
good condition. 

We find it very handy, not only 
for references but for products 
which we do not know the manu- 
facturers of, and also for checking 
up on addresses. We find it a 
very useful volume and we use 
it several times a week. 

J. R. WEsTERMAN, 
Westerman’s Hardware Store 





Used Daily 


WILKINsBURG, Pa.—We thank 
you for our copy of the Directory, 
which we received a few days ago 
in very good condition. 

This directory will have a very 


prominent place in our office, and 
am sure it will have a daily use 
in our business. Our thanks for 
this book. 

CuarLes W. WALMER, 

Chas. W. Walmer Hardware Co. 


Extends Thanks 


East LiverPooL, Onto. — The 
receipt of “Who Makes It?” is 
very gratefully acknowledged. 

This very extensive and com- 
plete directory will be a great 
help and a convenience to us and 
we are glad to extend you our 
thanks and sincere appreciation. 

J. A. TROTTER, 
Trotter Hardware Company 








Great Help 


Fircupurc, Mass.—I have re- 
ceived my copy of the Directory 
and thank you very much. Al- 
ready it has been a great help 
to me, and I appreciate your 
thinking of me. é 

H. H. Rice, 
Fitchburg Hardware Co. 
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Well Planned 


Eau Cxaire, Wisconsin.—We 
acknowledge with thanks receipt of 
your directory, “Who Makes It?” 
dated September, 1935. The book 
came through in very nice condi- 
tion and is much appreciated by 
us. We find occasion to make con- 
siderable reference to this book 
and think that information con- 
tained therein is very well exe- 
cuted and planned. At the present 
time we have no suggestions to 
offer that might be an improve- 
ment on your present issue. 

You will find enclosed check for 
renewal of our subscription. 

Roswe.. H. Hosss, 
Vice President, 


W. H. Hobbs Supply Co. 





Welcome Aid 


Bucyrus, On10.—We thank you 
very much for the new Directory 
dated September 26, 1935. 

This copy, “Who Makes It?” is 
most welcome in our office, as we 
use it many times during the day 
when we want to find who manu- 
factures a certain hardware item 
or, if we know the item and the 
manufacturer’s name, we are sure 
his address can be found in the 
Harpware AcE Directory. 

It will be a pleasure to use this 
new issue and it has already taken 
the place of our old one in the 
same handy corner of our office. 

HELEN R. Bartu, 
Bookkeeper, 
Walther Hardware. 





Made $59.50 Sale With 
Directory 


Hastincs, Nes. — Your Direc- 
tory came through in good shape 
and landed contract today for 
$59.50 for stair tread replace- 
ments. Using directory service has 
never sold these before. 

A. A. Lawson, 
C. K. Lawson Hdwe. Company 





Time Saver 


Wasuincton, D. C.—I have re- 
ceived your 1935 HarpwarE AGE 
Directory Number by mail, in ex- 
cellent condition. 

This Directory is indispensable 


4a 


in my buying routine during the 
year. It is a great time saver as 
it eliminates many written in- 
quiries concerning sources of sup- 
ply. 

Business in Washington is very 
good this fall and it should prove 
to be a record winter season. 

S. Det Veccuio, 
Gen. Mer. & Buyer, 
Peoples Hardware Stores 





Highly Valued 


SEWICKLEY, Pa.—We are again 
in receipt of your Hardware Direc- 
tory of “Who Makes It?” and 
greatly appreciate your courtesy 
in favoring us with a copy. 

The coming of the annual 
Hardware Directory is like a 
greeting of a well respected and 
beloved friend, for we know that 
it will be of service and pleasure 
to us throughout the entire visit. 
It stands us in good stead, by 
daily source of information and 
we highly value this service of 
HarpwarE ACE. 


F. A. HEGNER, 
Hegner Hardware Company 





Always Useful 


BristoL, Va.—We are in re- 
ceipt of your Directory “Who 
Makes It?” issue of HARDWARE 
AcE dated Sept. 26, 1935, for 
which we thank you. 

This copy will be very useful 
to us, in fact we have already 
used it a number of times. 


D. A. Dickinson, Sales Mgr., 
Mitchell-Powers Hdwe. Co., Inc. 





Pleases Customers 


Hippenite, N. C.—Please ac- 
cept my thanks for a copy of your 
Directory Number of Sept. 26, 
1935, of “Who Makes It?” which 
I refer to almost daily. 

Often I have a call for an item 
not carried in stock and I tell 
my prospective customers to wait 
until I refer to my HARDWARE 
Ace Directory and I'll order the 
item wanted. 

This “makes a hit” with my 
customer. Wishing you all kinds 
of good luck, I am, 

G. E. Mars. 


Use Quite Often 


Omaua, NeB.—We have receiv- 
ed the last copy of your “Who 
Makes It?” issue of HARDWARE 
AGE, and we are pleased to say 
that we refer to it quite often and 
find that it helps us a good deal. 

V. H. GETTMAN, 
James Morton & Son Co. 


Better Each Year 


ALLIANCE, OHIO — The new 
“Who Makes It?” issue received 
in good shape, for which please 
accept our thanks. Each year it 
becomes more complete and more 
reliable and the days are very 
few that we do not have occasion 
to use it. We surely appreciate 
your good work in its annual 
compilation. 

B. E. Bowman, 

The Allott Hardware Company 


Handy Reference 


BELLINGHAM, WasH. — The 
copy of the directory issued by 
HarpDwarRE ACE was received by 
us in good condition. 

It will be handy as a reference 
book, but as we are small and 
purchases limited, our use will 
not be as great as some. It is 
appreciated, however. 

K. B. PEASLEY, 

Northwest Hardware Company 


Well Prepared 


BLUEFIELD, W. Va.—Received 
your copy of Directory, or “Who 
Makes It?” issue of HARDWARE 
AGE, dated September 26, 1935. 

Have turned same over to our 
order and purchasing department, 
which I am sure will be able to 
use it to a good advantage. 

I am sure the person who is re- 
sponsible for compiling this data 
has had a lot of experience in the 
hardware and supply business, as 
it is very well gotten up and will 
fill a needed space in our organi- 
zation. 

Lon M. Risu, President, 
Bluefield Supply Company 
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EN who have given a half a century or more 
of service to the hardware business merit 
some special recognition, as well as the ac- 

claim of the entire industry. The Hardware Age 

FIFTY-YEAR CLUB is dedicated to that purpose. 

There are no dues, obligations, rituals, conventions, 

or assessments, and men who entered the hardware 

business prior to 1885 are eligible. HarpwaRE AGE 
salutes these half-century veterans and will welcome 
additional members: 


WILLIAM C. FARR, secretary 
and treasurer of the McKinney 
Manufacturing Co., Pittsburgh, 
Pa., completed a half-century in 
the service of that company on 
the 17th of last April. On that 
occasion he was honored by of- 
ficers and employees of the com- 
pany with a presentation of a 
silver plaque suitably inscribed 
and a scroll with the signatures 
of all the employees on it. Mr. 
Farr came to Pittsburgh from 
Ohio in 1881, to become an 
instructor in the Iron City Busi- 
d ness College. During alterations 
WM. C. FARR at the College, he took what 
he then thought would be a tem- 
porary position with McKinney, as a clerk, and has re- 
mained with the company ever since. When the company was 
incorporated in 1902, Mr. Farr became secretary, and in 
1911 he became vice-president, continuing his duties as 
secretary. In 1917 he became president, holding that posi- 
tion until 1928, when he resigned, due to constantly in- 
creasing responsibilities. He then resumed the office of 
secretary and treasurer, in which capacity he continues 
to serve. His ten grandchildren, and reading, are his chief 
hobbies. He has been a director of the Manchester Savings 
& Trust Company of Pittsburgh for 25 years, and his 
fraternal affiliations include membership in the Odd Fel- 
lows and in all Masonic bodies except the 33rd degree. 
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GEORGE T. ROCK entered 
the hardware business when he 
was 10 years old in 1861. With 
the exception of one year which 
he took out to attend college he 
has been in the hardware busi- 
ness constantly and daily since 
that time. At 84 he is in good 
health and actively interested 
in the George T. Rock Hard- 
ware Co., Inc., of Lake Charles, 
La., retailers of hardware and 
allied products. He has oper- 
ated his own business for the 
past twenty years and has 
always emphasized that the 
business was “the house of 

quality hardware.” The actual atest 
business was founded in Iowa more than 50 years ago but 
moved to Lake Charles in 1893. The original business was 
founded by H. W. Rock, father of G. T. Rock, who put up 
one of the first brick buildings in Lake Charles. This 
hardware dealer has been devoted not only to his own 
business but to all business and to all civic matters. He 
has served three terms on the city council, was chairman 
of the finance committee of his town, is interested in the 
Hodge Fence & Lumber Co. of Lake Charles and is often 
referred to as one of the best posted hardware men in the 
southern part of the country. His son, George H. Rock, 
is secretary of the firm but the father retains the position 
of president and treasurer. 





ROBERT M. REPP, president 
of the Logan Gregg Hardware 
Co., wholesalers of Pittsburgh, 
entered the company’s employ, 
as a bill clerk, in 1881. He 
had just graduated from the 
Commercial Department of the 
Pittsburgh High School. Later, 
he began working in the sales 
department and gave special 
attention to the firm’s large 
store trade. In 1896, when the 
business was incorporated, he 
was made general manager. 
The business was then expand- 
ing rapidly, and Mr. Repp 
demonstrated unusual mana- 
gerial ability. In 1918 he was 
made a vice-president, and following the death in 1929 
of George B. Logan, president of the company, Mr. Repp 
was elected to head the company. He is 71, and his main 
hobby is traveling. 





ROBERT M. REPP 
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Put a ‘SOCK in Your 
Christmas Windows 


r NHE punch or “sock” that 
goes into better arranged and 
planned windows is respon- 

sible for much of the extra profit 
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of store sales. Unique ideas that 
stimulate the imagination of the 
customer also stimulate him to buy 
and the better stores execute these 
designs and window arrangements 
so well that they gain the approval 
of the public and the impression 
is gained that the merchandise is 
superior. It therefore is impera- 
tive that the hardware dealer pro- 
duce as fine windows as it is 
physically possible for his staff to 
do. He can produce good windows, 
because he has at his convenience 
the tools and materials necessary 
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to make them. Ideas and designs 
are not so easy for many dealers 
to obtain, and for this reason 
Harpwarke AcE fills the need. In 
these original window display sug- 
gestions you will find the type of 
window appeal that stimulates. 


The Fireplace 


Take the window, for instance, 
showing the Santa over the fire- 
place: This head and arms are 
cut from plywood and consist of 
three layers, one for the whiskers 
and nose, one for the cheeks and 
body and one for the hat. The 
small illustration at the bottom of 
page 46 shows how the layers are 
glued together, also a color chart 
for guidance in coloring. Here is 
something that the hardware store 
can produce more readily than 
other stores can and the very best 
workmanship possible should go 
into it. It would be well after 
completing all other details to 
outline the Santa with about a 
¥,.inch black line. It will serve 
to give more snap to the job. 

The Electrical Supplies window 


ELECTRICAL SUPPLIES 
BE SURE THEY'RE 
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is another unique idea. The large 
center panel of wall board is 
painted as a huge sign and the 
hole is cut through it to suggest 
the contents of the bag on Santa’s 
back, the merchandise being dis- 
played behind the panel on the 
HarpwarE AGE_ interchangeable 
display fixtures. It is a clever han- 
dling and will be appreciated by 
your customers. 


Christmas Shoppers 


Probably at no season of the 
year are people so widely influ- 
enced in their shopping habits by 
window displays as they are at 
Christmas. Few stores can boast a 
big Christmas trade with poor or 
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half-hearted window trims, and 
since hardware dealers have the 
means of producing them and the 
ideas are available here, they 
should have some displays this 
year that will stand out in favor- 
able comparison with any retail 
windows in competition with them. 

The sign writer will find the 
drawing of the Santa and bag of 
Christmas gifts of electrical goods 
easy to produce if he will use the 
accompanying chart on page 46. 
As it has been explained previ- 
ously, you simply divide the space 
to be filled with the same number 
of squares as shown on the small 
illustration and mapping of the 
picture becomes remarkable easy. 
Medium blue background for the 
panel will look well and it would 
be additionally effective to use 
small pieces of cotton to represent 
the snow, but if the sticking of the 
cotton to the background is not 
desired, the sign writer will do 
well to use heavy spots of white, 
placed while the panel is lying flat 
in the workshop so that they will 
dry without running. 
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News of Retailers, Jobbers 
and Manufacturers and 
Salesmen 
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BROOKLYN DEALERS APPROVE WPA PLAN 
FOR HARDWARE REEMPLOYMENT IN N. Y. AREA 


At their regular meeting, 
Thursday, Nov. 14, 1935, the 
Brooklyn Hardware Association 
unanimously approved in princi- 
ple the experimental reemploy- 
ment plan of WPA now being 
developed in the hardware in- 
dustry of the Metropolitan area. 
An explanation of the plan and 
request for approval was offered 
by Charles J. Heale, editor, 
Harpware Ace. He explained 
that WPA Administrator had ap- 
pointed E. R. Masback, presi- 
dent, Masback Hardware Co., 74- 
84 Warren St., New York, as 
hardware chairman of a steering 
committee of five, which with 
the help of 15 other leading local 





hardware executives would per- 
sonally interview all relief work- 
ers classified as former hardware 
men. When these 450 men were 
properly classified and rated as 
to ability, etc., an effort would be 
made to place them properly. 

H. A. Cornell, handled the 
question box discussion and pres- 
ident M. A. Tarzian, vice-presi- 
dent Sydney Atkinson and secre- 
tary Ralph S. Allen handled the 
duties of their respective offices. 

L. Silliter, of The A. S. Boyle 
Co., Cincinnati, Ohio, gave an in- 
formative talk and answered 
questions on that company’s line 
of Old English wax products, 
polishes, Plastic Wood, Rug-Sta, 
etc. 





A, P. Chase Receives Eastern Hardware Golf Trophy 


Boston Man Wins First Annual Tournament at Shutte 
Meadow Club, 


New Britain. 





Left to right—Frank E. Mar- 
vin, New England Manager, The 
Stanley Works; A. P. Chase, 
Chase, Parker & Co., Boston, 
winner of the cup; C. B. Dil- 
lingham, Bigelow & Dowse Co., 
Boston, presenting the cup, and 
Chauncey F. English, New Eng- 
land manager for HARDWARE 
Acer, taken at the display rooms 
of Chase, Parker & Co. The cup 
was won by Mr. Chase last June 
at Shuttle Meadow Club, New 
Britain, Conn., at the first an- 
nual golf tournament of the 
Eastern Hardware Golf Associ- 
ation. A smaller cup, similar in 
design, becomes 
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possession of Champion Chase, 
whereas this trophy is handed 
from winner to winner each 
year. The committee is _par- 
ticularly proud of the “hard- 
ware motif” in the circular de- 
sign around the rim of the cup 
and calls attention to this ap- 
propriate decorative effect. 








| SEEKS HARDWARE LINES 


FOR PHILIPPINE IS. 


Paul E. Sammann has recently 
opened offices as a manufacturers 
agent in the Phillippine Islands 
under the name of Paul E. Sam- 
mann & Co., 211 Muelle de Bin- 
ondo, Manila. Mr. Sammann has 
been covering the far eastern 
countries for some little time, and 
has offices of some years’ stand- 
ing in China, Japan and more 
recently Manchuria. The com- 
pany is interested in securing 
hardware and tool lines, as sales 
agents on a commission basis. 

Among the firms represented 
by the Sammann & Co. are: Ex- 
celsior Hardware Co., Stamford, 
Conn.; Independent Lock Co., 
Fitchburg, Mass.; National Lock 
Co., Rockford, Ill.; Aluminum 
Industries, Inc., Cincinnati, Ohio; 
Lempco Products, Inc., Bedford, 
Ohio, and Multibestos Co., Cam- 
bridge, Mass. 


INDIANA FIRM LEASES 
WHOLESALE WAREHOUSE 


The Auburn Hardware Co., 
Suburn, Ind., has leased part of 
the factory building of the Au- 
burn Burner Corp. on North 
Indiana Ave. for a wholesale 
warehouse. Seventeen thousand, 
six hundred square feet of floor 
space will be utilized for offices 
and the storage of hardware ex- 
clusively. 





Norvell Book Wanted 
Reader Offers $1.50 


A reader of HARDWARE AGE 
offers $1.50 apiece for ten 
copies of Saunders Norvell’s 
book “Forty Years of Hard- 
ware,” if in good condition. 
This book was published 
serially in HarpwaRE AGE 
several years ago and later 
brought forth in book form. 
Due to the popularity of the 
book, the publishers have 
sold all available copies. 
Readers having any extra 
copies and willing to release 
them for the amount men- 
tioned will please advise the 
HarpwarE AcE _ Editorial 
Dept., 239 West 39 St., New 
York City. Do not mail the 


book until requested to do so. 
= 














POT AND KETTLE NEWS 


The Los Angeles Pot and 
Kettle Club held their annual 
picnic recently at which about 
200 attended. New members 
elected were Wm. C. Newton 
and Bruce W. Spencer. 

The San Francisco Club in 
order to stimulate the attendance 
is giving weekly door prizes. 

National president Gillan re- 
turned from a trip through the 
Northwest and in his absence 
Hugo Auguston took care of the 
president’s duties. 

Leonard Rierson has left the 
Houseware Department of Meier 
& Frank and is succeeded by 
Win Davis as assistant to Al. 
Jasmann. 








Wm. Geo. Steltz, president, 
Supplee-Biddle Hardware Co., 
Philadelphia, Pa., and the hun- 
dred pound birthday cake pre- 
sented to him on his birthday, 
Saturday, November 16, 1935, as 
a gift of the employees. Proper 
emphasis of the occasion was 
made by representation of com- 
pany salesmen who presented 
Mr. Steltz with a wheel-barrow 
full of bona fide special orders 
taken during the three previous 
weeks for this event. 





MILLERS FALLS MOVE 
CHICAGO OFFICE 


Harry Duncan, manager of the 
Chicago office of the Millers 
Falls Co., Greenfield, Mass., has 
announced that the Chicago of- 
fice of the company will be 
moved from 9 S. Clinton St. to 
100 S. Jefferson St., effective 
Dec. 1. 
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Executive Changes, Meet- 
ings, Current Events in 
the Hardware Trade 
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PHILA. GROUP HEARD 
TALK ON RETAIL SALES 


Retail salesmanship is the most 
neglected part of modern mer- 
chandising, Ralph W. Carney of 
The Coleman Lamp & Stove Co., 
Wichita, Kan., told the mem- 
bers of the Retail Hardware As- 
sociation of Philadelphia at their 
November meeting at Kugler’s 
restaurant. 





RALPH W. CARNEY 


“Tt is the goods that people 
ask for when they come into 
your store that pay your over- 
head, and it is the goods you 
sell them in addition that makes 
your profit,” Mr. Carney said. 
The speaker classed advertising 
and store and window display in 
retail selling. “If you and your 
clerks fail to sell the customer 
more than he came in to buy 
you are deficient in retail sales- 
manship,” continued Mr. Car- 
ney. “You should sell the cus- 
tomer more goods, of better 
quality, than he intended to buy 
when he entered your door. Sug- 
gest items to him that are sen- 
sible and comply with his needs 
or his intentions.” 

“Window and store display 
and judicious advertising will 
enable the retail hardware dealer 
to compete with the many other 
retail stores which now handle 
hardware as one of their lines,” 
said Harold W. Hirth of Indian- 
apolis, an official of the N.R.H.A. 
who also was a speaker. “The 
competition of these stores, with 
you, in hardware items is grow- 
ing because the concerns owning 
these stores have found hard- 
ware is a profitable line, with the 
chief virtues of not deteriorating 
in stock and having so many dif- 
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ferent items of small price. It 
is on these small-priced items 
that they compete with you.” 

Urging the use of window and 
store displays to the greatest ad- 
vantage, Mr. Hirth said that 80 
per cent of all purchases are 
made through the sense of sight. 
“The eye conveys 22 times as 
many impressions on the mind 
as does the ear,” he said. 

The meeting was a group meet- 
ing of PASHA and the Phila- 
delphia association. George R. 
Park, Jr., president of the local 
association presided. W. Glenn 
Pearce, managing director of 
PASHA, was present. 





PRE-CHRISTMAS SHOW 
OF PITTSBURGH ASSN. 


The Pittsburgh Retail Hard- 
ware Association held one of its 
most successful meetings, Nov. 
22, at the Fort Pitt Hotel, dur- 
ing the first annual pre-Christ- 
mas display show and _ business 
affair. It was conceived and ar- 
ranged by Frank A. Hegner, 
vice-president, with the coopera- 
tion of PASHA and Pennsyl- 
vania wholesalers and manufac- 
turers. 





Harold W. Hirth of the mer- 
chandise division of the N.R.H.A. 
delivered an address on “Mer- 
chandising and Selling” in which 
he urged the use of three 
mediums in selling, advertising, 
personnel in each store and dis- 
plays in store and windows. His 
talk was illustrated with lantern 
slides. Ralph W. Carney of The 
Coleman Lamp & Stove Co., 
Wichita, Kan., in an address 
“No Chain Is Stronger than its 
Weakest Link” emphasized the 
importance of the retail clerk. 


GLOBE-UNION CO. TO 
HAVE NEW FACTORIES 


The Globe-Union Mfg. Co., 
Milwaukee, Wis., manufacturers 
of batteries, spark plugs, roller 
skates and radio parts, will 
establish two new factories, one 
of which is to be located in 
Texas, according to C. O. Wan- 
vig, president. 
tion, also outside of Wisconsin, 
will be announced shortly. The 
company operates plants’ in 
Philadelphia, Memphis, Cincin- 
nati, and Seattle, in addition to 
its Milwaukee factory. 


The other loca- | 


GRIER REPRESENTS 
WINCHESTER-WESTERN 


Captain John B. Grier of 
| Reckiand, Del., officer in the 
| Ordnance department of the 
Delaware National Guard, and a 
shooter of outstanding achieve- 
ments in both rifle and shotgun 
major competitions, has been ap- 
| pointed to represent the Win- 
chester Repeating Arms Co., New 
Haven, Conn., and the Western 
| Cartridge Co., East Alton, Il. 
in the Philadelphia, Pa. district. 
He attained his captaincy in 
| the Delaware Guard in 1925, 
| holds the Distinguished Rifle- 
| man rank and has taken many 
| honors in the National Matches. 
| He was on the All Service team 
in 1925, 1927, 1929 and 1931. 
Captain Grier is also a_ pistol 
shot of note, having won the 
Rhinelander cup in the matches 


| of 1930 at Sea Girt. 








SPORTING GOODS ASSN. 
| TO MEET JAN. 27, 1936 

The annual convention of the 
American Sporting Goods As- 
sociation will be held at the 
Hotel Sherman, Chicago, Jan. 27 
to Feb. 1, 1936. 








CALIFORNIA WHOLESALERS DELEGATION AT 
ATLANTIC CITY CONVENTION 





California was well represented at the recent Atlantic City Convention. Here is part of the 
wholesalers’ group from that Pacific Coast state. Left to right—B. J. Badham, Hoffman Hard- 
ware Co., Los Angeles; C. F. Sharrocks, Baker, Hamilton & Pacific Co., San Francisco; E. O. 


McLaughlin, Union Hardware & Metal Co., 


Los Angeles; Shannon Crandall, California Hard- 


ware Co., Los Angeles; F. F: Thomson, The Thomson-Diggs Co., Sacramento; Ed. Hallock, 
California Hardware Co., Los Angeles, and Wakefield Baker, Baker, Hamilton & Pacific Co., 


San Francisco. 
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CANADIAN DUTIES ON AMERICAN-MADE HARDWARE 
CUT FROM 5 TO 7% IN NEW AGREEMENT 


The United States - Canadian 
reciprocal tariff agreement, ef- 
fective Jan. 1, provides for reduc- 
tionsin Canadian duties on a 
long list of hardware items. The 
slashes range from 7 to 50 per 
cent. 

The agreement, for the first 
time since 1866, assures the 
United States most-favored-na- 
tion treatment with Canada. This 
means that the United States is 
now placed on an equality with 
all other non-British countries in 
the Canadian market. Previous- 
ly the United States was subject- 
ed to general tariff rates, the 
highest of the three tariff classifi- 
cations prevailing. It will now 
take, with all other countries out- 
side the British empire, what are 
known as intermediate rates, the 
next to lowest. The lowest are 
the British preferential rates, 
which remain unchanged. 

Also another important con- 
cession made by Canada was as- 
surance of legislation doing away 





with what is known as its valua- 
tion system. Under this system 
extra charges were often added 
to the regular tariff duties and 
not uncommonly these extra 
charges exceeded the actual du- 
ties. 

The maximum concession of 
50 per cent granted to American 
hardware items will apply to in- 
cubators, brooders, etc., scythes, 
sickles, hoes, and rakes. Kitchen 


utensils and equipment, washing 
machines, cutlery, wire products, 
garden implements, guns, rifles, 
bicycles, skates are among the 
some 50 hardware lines on which 
Canada granted tariff reductions, 

Hardware items on which the 
United States granted tariff_re- 
ductions include electrical cook- 
ing stoves and ranges, lacrosse 
sticks, ice skates, and ice hockey 
sticks of wood. 





JOHN DEERE EXPANDS 
KANSAS CITY BRANCH 


In order to supply the in- 
creased demand for implements 
in the Kansas City territory, the 
John Deere Plow Works, Moline, 
Ill., has leased a four-story build- 
ing with basement on the block 
adjoining its present quarters at 
13th and Hickory Sts., Kansas 
City, Mo. The expansion will 
give the company 50,000 feet of 
additional floor space. The build- 
ing is to be used for storage 


and shipping facilities. This 
unit of the firm serves six states 
and part of another. 





ATHLETIC GOODS DIST. 
PLAN 2-DAY MEET 

The National Sporting Goods 
Distributors Association will hold 
its sixth annual convention at 
Cleveland, Ohio, Jan. 19 and 20, 
1936, R. L. Kroesen, 1909 E. 
Thirteenth Street, Cleveland, 
president of the association, an- 
nounced, 





REPUBLIC STEEL MAKES 
PERSONNEL CHANGES 


Paul R. Johnston has been 
named district sales manager for 
Republic Steel Corp., Youngs- 
town, Ohio, in the Cincinnati, 
Ohio, territory, succeeding Rob- 
ert J. Working, recently ap- 
pointed district sales manager at 
Birmingham, Ala. 

Charles W. East, formerly of 
the Birmingham, Ala., office of 
Republic Steel Corp. has been 
named assistant manager of sales 
in Republic’s Pipe Division, 
succeeding George E. Clifford, 
recently appointed district sales 
manager in the Los Angeles ter- 
ritory. 

C. A. Cherry has been op- 
pointed district sales manager 
in the Buffalo, N. Y. territory. 
He replaces Thomas B. Davies 
who has been transferred to Re- 
public’s Alloy Steel Division in 
Massillon, Ohio, as special rep- 
resentative. 





Concession in Tariff Duties 


on Hardware Items Granted 


Concessions Made in Duties on Hardware Items by Canada 
in Reciprocal Agreement with United States 
(In percentages unless otherwise indicated) 


by United States to Canada 
(In Ad Valorem Rates) 





Present New Approximate Present New Approximate 
Duty Duty Reduction Duty Duty Reduction 
Percentage Percentage 
Vacuum cleaners, etc. and parts.. 25 20 20 Electrical cooking stoves and ranges 
i : . ES ae ee eee 35 25 28 
Refrigerators, domestic or stores: : 
: : Ice hockey sticks of wood........ 33 1/3 =20 40 
i. ae 40 30 25 : 30 15 50 
(ii) Other than electric ....... 30 27% 8 Lacrosse sticks .................. = re a 
Washing machines, parts, etc...... 35 25 29 Ice skates and parts ............. 30 27M 3 
Clothes wringers, etc. ............ 35 30 14 Hollow-ware (I. & S.) see ede 
ee 32 30 7 Kitchen and dairy hollow-ware 
Wee Oe GOR. gk 5s mec ccc cen . & 22% 10 (I. & S.) tin-plated, etc......... 30 = - 
Nickel kitchen or household hollow- Hollow-wage, enamelled EN 35 
GUN TOR, © oo cs ois cae ceaces Bicycles and tricycles, aom...... @ 27% 8 
Woven wire fencing, etc. ......... 15 12% 17 Articles of I. & S., nickel or electro- 8 
Woven wire fencing, wire cloth, plated for mfg. bicycles, etc..... 30 274% : 
wire netting, coated or not...... 35 30 14 Cars, n.o.p. wheelbarrows, etc. .... 30 27% p 
Woven netting, coated*etc., for fur Farm wagons, re 25 15 
Buggies, carriages, etc. .......... 15 10 33 
NE kesh nareesa Boge ts eeene 30 27% 8 Children’ b leds 35 30 14 
Incubators, brooders, etc...,...... 25 12% 50 Fishi nae ie ana on D---- 30 5 17 
Scythes, sickles, hoes, rakes, n.o.p. 25 12% 50 Cu vay ba - oN cae aaa 4 ee. 30 27% 8 
Cutlery (I. & S.): uns, rifles, revolvers, swords, etc. 
: : Guns and rifles not made in Can. 30 27% 8 
(a) Knife blades, table forks in sh 5 17 30 
WS OB gic ick ccemesecs 10 7% 25 Metal parts n.o.p. a mfg. re = * 
(b) Table knives and forks..... 35 30 14 Apparatus for cooking or heating 
GMI oct. caicexeca sux, 35 30 14 . ) ae - ‘i - 
Nuts and bolts, etc. (I. & S.) Sie... 30 25 17 
(100 Ibs. a re ee 75e ° 50c 33 (3) For ~ eee — 30 25 17 
(and ad val.) dé Pewee ca ewkle we 25 18 28 (4) For oe 30 25 17 
Hinges and butts (I. & S.), etc. . 2 oi 25 17 
(100 Ibs.) ..............--..5. 75¢ 75¢ >a Steel bicycles rims .............. 35 27% 21 
A. : rN teense eee Ble eens 30 24% 18 Steel bell, under % in. (burnish- 3 
. ad Ro ocd giea ss ceran ettics 40 10 7 25 
(I) Wood WROWS woes ee eee 30 25 17 Water esl for domestic use only 30 25 17 
(II) Machine and other screws, Steel balls, for bearing, of machy. 
M.O.P. ...-. 2 eee cece eee eees 30 25 17 SE TD ok. basenicissc sckwece 10 Th 25 
Wire roofing nails, all sizes, and ee es, BC 10 ™% 25 
wire nails over 1 in. ....100 lbs. 60c 55e 8 eS & | a neeeeereee 30 25 17 
i ae 100 Ibs. 50c 45c 10 Churns, n.o.p. brooms, rolling pins, 
Shovels and spades, n.o.p.......... 20 15 25 ES NL SR EE SA TP 20 17% 12 
| ER SRG eee ey ee ee 20 15 25 Fishing rods, etc., golf clubs, etc., 
Certain precision tools ........... 30 25 17 SE TOES, 5c ii coe ca otters 35 30 14 
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RUSS ATKINSON, JR., SUCCEEDS M. A. TARZIAN 
AS PRESIDENT BROOKLYN ELECTRICAL DEALERS 





The Electrical Appliance Deal- { 


ers Association of Brooklyn, Inc., 
an affiliation of cooperative 
Brooklyn Edison Dealers, have 
chosen Russell A. Atkinson to 
succeed Martin A. Tarzian as 
president for the coming year. 
This decision came with the 
nomination given at the regular 
meeting of the group on Thurs- 
day, Nov. 21, 1935. Mr. Tarzian, 
weil known Brooklyn hardware 
merchant, also retires shortly as 
president of the Brooklyn Hard- 
ware Association, where he ex- 
pects to be succeeded by Sydney 
Atkinson, a brother of the new 
electrical group president. The 
boys are sons of R. J. Atkinson, 
former N.R.H.A. president. A. 
H. Grafenstadt, another Brooklyn 
hardware merchant, will be re- 
elected treasurer 

During the meeting, speakers 
from the Brooklyn Edison Co., 
Manning-Bowman Co., Lafayette 


Electric Corp., Noma Electric 


Corp., and Standard Electric 
Range Co., explained selling 
plans and new merchandise avail- 
able through the cooperative plan 
under which these dealers work 
with the Brooklyn Edison Co., a 
utility company doing no direct 
appliance selling. Brief remarks 
were also made by Charles J. 
Heale, editor, Harpware AGE, a 
guest of President Tarzian. 


D. S. WARANCH IS ILL 
IN HOSPITAL 


D. S. Waranch, founder and 
president of Waranch Hardware 
& Paint Co., Inc., Norfolk, Va., 
is a patient at Mount Pleasant 
in Reisterstown, Md. He will be 
very glad to see his friends. 


J. R. CLANCY, INC., 
UNDER NEW MANAGE. 
MENT 


J. R. Clancy, Inc., Syracuse, 
N. Y., well known in the hard- 
ware and industrial fields for its 
hose clamps and stage hardware, 
is now being operated under the 
management of C. E. Thompson 
and George L. Scherrer. 

Mr. Tompkins, president, is 
widely known in hardware and 
industrial fields, having been as- 
sociated with the Western Cart- 
ridge Co., East Alton, Ill.; the 
Maydole Hammer Co., Norwich, 
N. Y., and Puritan Cordage Mills, 
Louisville, Ky. He will devote 
his entire time to directing the 
sales of the new organization. He 
is now appointing additional 
sales representatives to cooperate 
with wholesalers in territories not 
now being serviced regularly. 

Mr. Scherrer, secretary and 
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treasurer, is well known in bank- 
ing, business and engineering cir- 
cles, and is well fitted for the 
duties he has undertaken. In 
addition to the regular manage- 
ment affairs of the company, he 
will make all purchases. 

The Clancy Co. has always 





maintained a rigid jobbing policy 
and under the new management, 
this policy will be continued in 
effect to assure legitimate whole- 
salers full protection. 

Clancy “Sure Grip” clamps are 
made in 96 standard sizes. Spe- 
cial industrial clamps of every 
nature can be furnished on spe- 
cial order and made to individual 
specifications. 








Exhibit Of Rare Firearms 
Attracts Attention To Store 


A rare and unique display of 
more than 40 antique guns and 
pistols and several flasks and 
pouches, owned by M. J. Cooper 
of 690 Chenango St., Bingham- 
ton, N. Y., attracted considerable 
attention to the Babcock, Hinds 
& Underwood store in that city. 

The display, tying in with the 
hunting season, arranged by 
B. M. Babcock, advertising man- 
ager, and his assistant, Harold 
Fox, was successful in gaining 
the interest of women and chil- 
dren as well as of hunters and 
men who knew guns. Small 
cards dating and describing each 
weapon were invaluable in ex- 
plaining the collection. The sign 
above the display was done in 
Old English lettering on bronze 
cardboard to simulate a bronze 
plaque. 

The most highly prized fire- 
arm in the collection is an oddly 
shaped, old flintlock blunderbuss 
pistol with a spring bayonet 
made in London sometime be- 
tween 1750 and 1780. The muz- 


| 





zle is about one and one-half 
inches in diameter. The pistol 
carries an extra trigger, which 


| when pulled, shoots out the 


spring bayonet for duelling. This 
was attached, it was said, be- 
cause it took at least two or three 
minutes to load it. 

In the collection is virtually 
every type of gun used between 
1720 and 1878, from a_ vest 
pocket size, utilized by gamblers 
in 1860 and two flintlock sad- 
dle pistols made 14 years before 
George Washington was born. 
A gun capper for placing per- 
cussion caps on the nipple of a 
gun quickly, is one of the rarest 
pieces and was made about 1860. 

Two pistol powder flasks were 
made about 1845. One of the 
rarest weapons is a pepperbox 
revolver, a single action weapon 
made about 1830. Two Oriental 
flintlock pistols with inlaid silver 
wire barrels, more than 135 years 
old are featured. Muskets are 
displayed on either side of the 
pistol collection. 





COOPER IS V.-PRES., 
RENOWN STOVE CO. 


William A. Cooper was elected 
vice-president of the Renown 
Stove Co., Owosso, Mich., at the 
quarterly meeting of the board 
of directors, Nov. 19. Mr. Cooper 
has been with the firm since 
1934 and has had many years of 
experience in the manufacture 
of heating equipment. 

During his brief association 
with the company, he has con- 
tributed many new developments 
in the design of the firm’s prod- 
ucts. For the last year he has 
been merchandising manager 
and in charge of sales. His pre- 
vious associations were with the 
Premier Warm Air Heater Co., 
Dowagiac, Mich., and Globe 
American Corp., Kokomo, Ind. 

In elevating Mr. Cooper to 
the vice-presidency, the board 
of directors expressed the belief 
that he will contribute much to 
the growth of the company. 

Other officers of the firm are: 
Calvin P. Bently, chairman of 
the board; Millard H. Pryor, 
vice-president and general man- 
ager; and Bernard A. Nagel- 
voort, secretary-treasurer. 





WASH. ASSN. HEARS 
TALK ON COMPENSATION 


At the Nov. 19th meeting of 
the Retail Hardware Association 
of Washington, D. C., at the 
Mayflower Hotel, C. Murray 
Bernhardt, attorney of law in that 
city, discussed guaranteed un- 
employment compensation as it 
affects employers and employees 
there. 

Ralph Childs, representative of 
The Pittsburgh Plate Glass Co., 
presented a motion picture show- 
ing how to display merchandise 
in store windows; the proper 
lighting for the most effective 
display and the kind of display 
that appeals strongest to buyers. 

A resolution, endorsing the 
Safety Campaign of Washington, 
which is sponsored by The Eve- 
ning Star, was adopted. Every 
member was requested to sign a 
safety pledge and to have all of 
his employees who drive auto- 
mobiles to sign one and display 
it on their automobiles. It was 
estimated that over 500 persons 
would sign. The meeting, at 
which 63 members were present, 
was presided over by president 
Thomas W. Whigham. 





RILEY BROWN PAINT CO. 
LEASES 3-STORY BLDG. 


The Riley Brown Paint Co., 
322 Southwest Blvd., Kansas 
City, Mo., recently leased the 3- 
story building with a 50 foot 
frontage, at 2024 Broadway. The 
new quarters will provide 15,000 
square feet of floor space. 
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VA. WHOLESALERS TO 
ANALYZE LEGISLATION 


M. B. Staples, Jr., of Rich- 
mond, president of the newly or- 
ganized Virginia Wholesalers’ As- 
sociation, membership of which 
includes hardware dealers, states 
that an analysis of legislative 
matters affecting the welfare of 
the independent wholesalers of 
Virginia is being made by a 
special legislative committee. The 
committee is composed of E. W. 
Christian, R. W. Gunn, J. B. 
Pinder and W. H. Harris, of 
Richmond; J. I. Pritchett, Dan- 
ville; W. L. Fentress, Norfolk; 
L. E. Lichford, Winchester; C. 
D. Johnston, Roanoke; C. L. 
Davis, Norfolk, and J. W. Bolen, 
Harrisonburg. 

“The association was organ- 
ized for the purpose of protect- 
ing the interests of the whole- 
salers of Virginia,” Mr. Staples 
said. “It will, when deemed ad- 
visable, ascertain and submit 
views of wholesalers, with facts 
and reasons, to any legislative 
or taxation body, having under 
consideration any measure af- 
fecting the wholesalers of Vir- 
ginia, promote more friendly 
relations between those engaged 
in the wholesale industry, and 
seek more efficient methods of 
operation through the wholesale 
and retail outlets.” 


DEALER SEEKS CATALOGS 
During the recent Florida 


storm, Raymond, Clopeck & Co., 
Inc., 108-110 South Andrews 
Ave., Fort Lauderdale, Fla., was 
damaged to the extent of ap- 
proximately $7,500. The firm’s 
catalogs in general were destroy- 
ed. The company wishes to re- 
ceive new catalogs from manu- 
facturers and wholesalers. The 
firm stocks general hardware, 
building material and house 
furnishing lines. 





COTES, V.-PRES. FOR 
MOTOR WHEEL CORP. 


At a recent meeting of the 
Motor Wheel Corp., 712 E. 
Saginaw St., Lansing, Mich., M. 
F. Cotes, for the past three years 
manager of the company’s Heat- 
er Division, was elected to the 
office of vice-president in charge 
of the Heater Division. Mr. 
Cotes will continue as active head 
of this division of the company. 





CHICAGO ASSN. HOLDS 
THANKSGIVING PARTY 


On Wednesday evening, Nov. 
13, approximately 400 members 
of the Chicago Retail Hardware 
Association were entertained at 
a cabaret supper party held in 
the Merchandise Mart. Begin- 
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ning at 9 o’clock, the program 
was as follows: turkey buffet 
supper, orchestra, dancing and 
floor show. 

President Frank J. Horly made 
the welcoming address. There 
was no business at the meeting. 





HOFFMANN REPRESENTS 
AUTOTYRE COMPANY 


J. F. Hoffmann, 473 Drexel 
Bldg., Philadelphia, Pa., has 
been appointed sales representa- 
tive for the entire state of Penn- 
sylvania by The Autotyre Co., 
Oakville, Conn., on its bathroom 
fixture lines consisting of enamel, 
crackle, cadmium and chromium 
finishes. These are new items 





and are in a moderate price 
range, to retail from 10 cents 
upward. 


KANSAS CITY ASSN. 
ELECTS OFFICERS 


The following were elected of- 
ficers of the Kansas City Imple- 
ment, Hardware and Tractor 
Club at a meeting, Nov. 12: Ed- 
ward L. Biersmith, Jr., assistant 
sales manager of the Columbian 
Steel Tank Co., president; O. J. 
Thomas, vice-president; E. D. 
McGugin, second vice-president, 
and W. S. Morrow, chairman of 
the executive board. Lewis A. 
Lincoln was re-elected secretary 
and treasurer. 





LOCAL N. Y. MEETINGS SHOW REVIVING INTEREST 
HAVE INTERESTING DISCUSSIONS AND SPEAKERS 


During November, local retail 
hardware meetings under the 
auspices of the New York State 
Retail Hardware Association 
were held at Buffalo, Rochester, 
Utica, Syracuse and Brooklyn. 
All were well attended, all were 
preceded by dinners and interest- 
ing discussions were the rule. 

At Buffalo Nov. 12, the deal- 
ers met at the store of the South 
Park Hardware Co. George G. 
Allen presided. The new Unem- 
ployment Insurance Act in New 
York State was presented by 
secretary Foley of the New York 
State Retail Hardware Associa- 
tion. Guest speaker was Mr. 
Brownell of H. D. Taylor Co., 
Inc., who recently entered the 
wholesale hardware field. He 
explained at length the policy to 
be followed by his house and 
frankly answered numerous ques- 
tions asked by the merchants. 

Rochester Association met at 
German Hall, Nov. 13, under the 
direction of Wm. H. Lauterbach, 
president. At the invitation of 
this group, a review of the June 
National Hardware Congress at 
Detroit was given by secretary 
Foley; after which lively dis- 
cussion of wholesaler coopera- 
tion, the competition of chain 
and mail order stores and other 
features of present day mer- 
chandise was carried on until a 
late hour. The opinion prevailed 
that few wholesalers in this ter- 
ritory actually gave the assist- 
ance to their merchant customer 
to which the latter were entitled 
—that there were, however, some 
jobbers whose activity in that 
direction was outstanding and 
that such wholesalers deserved 
the support of the trade. 

Mohawk Valley Association 
met for dinner and a meeting at 
Hotel Utica, Nov. 14. President 
Billington of Canajoharie pre- 
sided. Programmed _ speakers 
were Sherrill Sherman, president 





of Roberts Hardware Co., Inc., 
and Earl Greiner of the same 
company both of whom reported 
their impressions of the recent 
convention at Atlantic City. 
George G. Hoy, field secretary 
of the State association spoke on 
“Holiday Hardware Stores” and 
secretary Foley on the Unem- 
ployment Insurance Act. There 
were also discussions on the New 
York Seed Law, “functional 
preferential prices” for whole- 
salers, the American Institute of 
Fair Competition, ammunition 
and prices on electric clipping 
machines. Paul W. Barker of 
Barneveld and John P. Reed of 
Utica were elected president and 
vice-president respectively for 
1936. . 

Central New York Associa- 
tion, under the president J. H. 
Couden, held its November meet- 
ing at Schrafft’s. J. M. Daly. 
Syracuse Lighting Co. spoke on 
“More Appliance Sales” and de- 
scribed Niagara Hudson’s “Econ- 
omy Purchase Plan” now widely 
used in that section. He com- 
plimented the hardware trade 
on the volume of sales of gas 
and electric appliance developed 
since the Power Corporation re- 
tired from that field in 1933. 
Plans were started for active 
participation of the Syracuse 
group in the 1936 State conven- 
tion. Unemployment Insurance 
was also further explained by 
secretary Foley. Field secretary 
Hoy again presented “Holiday 
Hardware Stores” illustrated 
with a complete outfit of display 
and promotional material now 
available to members through the 
National and State associations. 
A very interesting informal talk 
followed, each merchant present 
giving his views on and experi- 
ences with sales activities for 
January and February, two 
usually dull months. 





REGISTRATIONS FOR 
AUTOMOTIVE SHOW 


Registration at the Automo- 
tive Service Industries Show, 
Auditorium, Atlantic City, N. J., 
is as follows: Registration head- 
quarters will open at the Ambas- 
sador Hotel, noon, Thursday, 
Dec. 5th for N.S.P.A. jobbers 
and manufacturers, dual jobbers, 
dual manufacturers and N.S.P.A. 
ladies. 

Registration headquarters will 
open at the Shelburne Hotel at 
the same time for M.E.W.A. 
members, dual jobbers, N.E.M.A. 
members, manufacturers’ agents, 
overseas guests, honored guests, 
trade press, purveyors, M.E.W.A. 
and N.E.M.A. ladies, and will 
continue open at these two hotels 
until 9:00 p. m. Saturday, Dec. 
7th, when the entire registration 
records will be moved to the 
Auditorium and ready for busi- 
ness Sunday, 9:00 a. m. Dec. 
8th, and continue for duration 
of the show. 

The ladies will register and 
make their headquarters at the 
Crane Co. permanent display, 
just South of the Auditorium for 
the duration of the show. 





H. D. CRONK HEADS 
DALLAS ASSOCIATION 


H. D. Cronk was elected presi- 
dent of the Dallas Hardware and 
Implement Dealers’ Association 
of Dallas, Tex., at a banquet 
meeting, Nov. 18. Other officers 
elected were: Dan H. Tudor, 
vice-president; H. C. Rast, secre- 
tary-treasurer; S. C. Turkenkopf, 
chairman of the board of direc- 
tors; J. S. North and H. J. Yoa- 
kum, directors. 





E. T. TRIGG HEADS 
PAINT GROUP 


Ernest T. Trigg was elected 
president of the National Paint, 
Varnish and Lacquer Associa- 
tion at the closing session of the 
group’s 48th annual convention 
in Washington, D. C. Wallace 
F. Bennett of the Bennett Glass 
and Paint Co., Salt Lake City, 
Utah, was elected vice-president 
and Charles J. Roh, Murphy 


Varnish Co., Newark, N. J., 
treasurer. 
Zone vice-presidents elected 


were: Eastern, Harry C. Soffer, 
Paragon Paint and Varnish 
Corp., L. I. City, Queens; New 
England, Eugene E. Morton, 
Carpenter-Morton Cov., Boston, 
Mass.; Central, Werner G. 
Smith, Werner G. Smith Co., 
Cleveland, Ohio; Southern, W. 
T. Arrington, Harry C. Smith 
Co., Memphis, Tenn.; Western, 
Garrett M. Goldberg, Garrett M. 
Goldberg Paint Co., San Fran- 
cisco, Cal. T. A. Flynn of Wash- 
ington was elected vice-president 
for the wholesale division. 


HARDWARE AGE 














BRIEF ITEMS 


OF INTEREST TO THE HARDWARE BUSINESS 








ARKANSAS 


The Main Hardware & Furni- 
ture Co. has been opened in 
Mena, Ark., and will be managed 
and operated by Oliver Norris. 





CALIFORNIA 


The Brea (Cal.) Hardware Co. 
has built a large addition to its 
store. 





John T. Sood has reestablished 
his hardware business in a newly 
built store at 5308 Lankershim 
Blvd., North Hollywood, Cal. 





A hardware and sporting goods 
store has been opened in Smith 


River, Cal., by H. Z. Lockwood. 





The Lyddane Brothers have 
opened a hardware store in Palo 
Alto, Cal., at 370 University Ave. 





Fred Cope, who has maintain- 
ed a hardware store at 561 Light- 
house Ave., Pacific Grove, Cal., is 
moving into a new building 
which has been constructed for 
the purpose. 





Homer Clark is opening a 
hardware store in the Mauzy 
Bldg., Walnut Creek, Cal. 





H. L. Hines has recently open- 
ed the Wilshire Hardware Co. at 
1641 North Highland Ave., Holly- 
wood, Cal. 





ILLINOIS 


Louis and G. Orlandini, who 
operate the Tri City Hardware 
Co. at 845 First St., La Salle, 
Ill., have completed negotiations 
for a five-year lease just west of 
their own place of business. The 
new store will be used in con- 
junction with their regular store 
and will carry a complete line of 
housefurnishings and supplies. 





Elmer and George K. Hughey, 
brothers, and Harry W. White 
have purchased the Wheeler 
hardware store in Greenville, IIl., 
and will operate it under the 
name of Hughey & White. 





Ed Adcock has purchased a 
partnership in the Potter Hard- 
ware store, Assumption, II], 





Emil Tewes has bought the 
Mokena (Ill.) Hardware store on 
Front St. from Milton Krapp. 
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Edward Riecks has purchased 
the hardware store of Henry 
Stroh, Anchor, Ill. 





INDIANA 
John L. Buss has recently 
opened his newly modernized 
store at Monticello, Ind. 





The Hewlitt Hardware store 
at Kewanna, Ind., has been moved 
to Toto, in that state, by the pro- 
prietor E. L. Hewlett. He had 
been operating stores in both 
towns. 





I. S. Parsell of Salem, Ind., has 
sold his hardware stock to Basil 
Hopkins of Helmar. 





George Summe has purchased 
the Pritchard Bldg., on East 
Main St., Silver Lake, Ind., and 


moved his hardware store into it. 





Elmer Burgh has purchased 
the J. B. Campbell Hardware 
store in Rochester, Ind. 





F. L. Bullock has opened his 
hardware store in the Waltermire 
Bldg., N. Vernon, Ind. 





F. E. Trosky has purchased the 
Eagle Hardware store in Indian- 
apolis, Ind., and has moved it to 
2949 Central Ave. where his 
plumbing business is located. 





The Paragon Hardware store, 
operated by Jackson E. Schnaiter 
and Myron Abbott, has opened in 
a new location at the Paragon 
Lumber Co. yards, Gosport, Ind. 





IOWA 


The Burnham Hardware store 
has been opened at 23 South 
Eighth St., Fort Dodge, Iowa, by 
L. D. Burnham. 





The Christensen Hardware Co. 
has recently opened a third hard- 
ware store at 1015 Main St., 
Nevada, Iowa, which will be man- 
aged by Max Van Horn. The 
company operates two hardware 
stores in Ames. 





The Nelson Hardware Co. was 
opened Nov. 23, in its new quar- 
ters in the Tenold Bldg., North- 
wood, Iowa. 


KENTUCKY 


Ray Miller and Hugh Ward 
have taken over the Loomis 
Hardware Co., Forest Grove, Ky., 





and will operate it under the 
name of the Forest Grove Hard- 
ware Co. 





C. E. Douglas has become sole 
owner of the firm of Douglas & 
Simmons, Richmond, Ky. 





The Sellers Hardware Co. has 
been opened in Sebree, Ky. 





The Prince Hardware Co., 
Eddyville, Ky., has changed 
hands and is now being operated 
by W. Randolph Morgan. 





Alex Parman has opened a new 
store in London, Ky., at Third 
and Broadway. 





W. H. Bernard and his son, 
J. R. Bernard have purchased a 
hardware and grocery store in 
the Reese Bldg., Jamestown, Ky., 
from A. W. Leach. 





MICHIGAN 


T. J. Henry has recently open- 
ed a new hardware store at 60 
East Michigan Ave., Battle Creek, 
Mich. 





The N. F. Steinman hardware 
store has been purchased by 
John Ely who will carry on the 
business in the same location. 





Paterson & Gover have opened 
a new hardware and grocery 
store in the Stebbins Bldg., 
Sheridan, Mich. 





Guy Burgess has purchased the 
hardware store formerly owned 
by Mrs. William Braden, Vicks- 
burg, Pa. 


MINNESOTA 


A. Ogard has purchased the 
Mahowald Hardware Co., Crook- 


ston, Minn. 





Alfred Wertin has purchased 
the Winkler Hardware store, 
Holdingford, Minn. 





The Given Hardware Co. has 
moved into a new building at 321 
Beltrami Ave., Bemidji, Minn. 





MONTANA 
O. T. Stennes has purchased 
the interest of his partner, 


Charles McConnon in the Sten- 
nes-McConnon Hardware store in 
Wolf Point, Mont. It will now 
be known as the Stennes Co. 





OHIO 
The Jacobs Hardware and 
Plumbing Co. has moved to 


quarters at 1831 Coventry Road, 
Cleveland, Ohio, a few doors 
from its former location. 





The Iron City Hardware Co., 
Ironton, Ohio, has purchased the 
Steece Bldg., for its new home. 





Ringenburg Bros. have opened 
a hardware store in Montpelier, 


Ohio. 





After more than 40 years in 
more than one location in Jeffer- 
son, Ohio, the V. M. Cole Hard- 


ware store is moving next door. 





OREGON 
N. W. Williams has changed 
the name of the Valley Hardware 
store in Grants Pass, Ore., to 
Pick n’ Pan. 


PENNSYLVANIA 
The Hegner Hardware Co., 
439 Beaver St., Sewickley, Pa., 
was recently damaged by fire to 
the extent of $3,000. The busi- 
ness will be continued. 





WASHINGTON 
Tom N. Douglas has added a 
generad hardware stock to his 
mercantile store in Washtucna, 


Wash. 





The Waterville Hardware Co. 
has purchased the Entiat (Wash.) 
hardware store from L. B. Dick. 





WISCONSIN 


George Alt is opening a hard- 
ware and farm implement busi- 
ness in the Vieth Bldg., Cuba 
City, Wis. 





The Bauman Hardware and 
Implement Co., Monroe, Wis., re- 
cently held an opening of its new- 
ly remodeled store. 





Stanley Ahles has bought out 
his partner, Emil Gersemehl, in 
the hardware department of the 
Plymouth (Wis.) Department 
store. 





The Badger Paint and Hard- 
ware Co., Milwaukee, Wis., is 
erecting a 20 x 100 ft. addition 
to its plant to provide 4000 sq. ft. 
of warehouse space. It will be 
two stories high and of concrete 
and steel. 
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NUMEROUS HARDWARE PRODUCTS DISPLAYED 
AT CLEVELAND PURCHASING AGENTS’ SHOW 





Numerous products handled by | 


the hardware trade were ex- 
hibited in the Cleveland Inform- 
A-Show held at the Hotel Cleve- 
land in that city, Nov. 20-22, un- 
der the direction of the Purchas- 
ing Agents’ Association of Cleve- 
land, Inc. The exhibitors num- 
bered about 100 and there was a 
large attendance from Cleveland 
and the nearby territory. A pro- 
gram of entertainment and speech 
making was carried out in con- 
nection with the show. The ex- 
hibits, which were very attractive, 
included hot and cold rolled steel 
mill products, sheets and other 
products of aluminum, brass and 
other non-ferrous metals, sheets 
with various coatings, cap and 
set screws, screw machine prod- 
ucts, springs, wire hardware 
specialties, small tools, welding 
equipment and plastic parts. 

At a luncheon meeting Thurs- 
day, H. N. McGill, commodity 
editor of the Midwest Purchasing 
Agent and president of McGill 
Commodity Service, Inc., Auburn- 
dale, Mass., discussed present 
commodity prices. At the banquet 
Friday night, Herbert E. Nunn, 





Cleveland Automatic Machine 
Co., and DeLoss Walker, asso- 
ciate editor of Liberty, were the 
speakers. Lincoln Scafe, Fisher 
Body Co., Cleveland, was the 
toastmaster. 

Among the exhibitors were the 
George Worthington Co., the W. 
Bingham Co., Betz-Pierce Co., 
Henry P. Boggis & Co., Billings- 
Chapin Co., Cleveland Tool & 
Supply Co., Cleveland Welding 
Co., Columbia Tool Steel Co., 
Eaton Mfg. Co., Cuyahoga Spring 
Co., Frank H. Grace & Co., 
Hamilton Steel Co., W. M. Pat- 
tison Supply Co., Manufacturers 
Supply Co., Rubber Sundries Co., 
S A E Steel Co., Strong, Carlisle 
& Hammond Co., and Edgard T. 
Ward’s Sons Co., of Cleveland, 
Western Automatic Machine 
Screw Co., and General Indus- 
tries Co., Elyria, Jones & Laugh- 
lin Steel Corp., Pittsburgh, and 
Youngstown Sheet & Tube Co., 
Youngstown. 

One of the interesting exhibits 
was a 26-ft. working model of 
the new continuous hot strip mill 
of the Youngstown Sheet & Tube 
Co. 





LUCAS HAS DEFERRED 
PAYMENT PAINTING PLAN 


Walter A. Gorrell, vice-presi- 
dent and general manager of 
John Lucas & Co., paint manu- 
facturers of Philadelphia, Pa., 
has recently announced the in- 
auguration of the Lucas Paint 
Finance Plan for the firm’s 
dealers and painting contractors. 
This plan, made possible by the 
N.H.A., is simple in operation. 

Of greatest interest to dealers 
and painting contractors is the 
fact that payment in full is re- 
ceived by both upon completion 
of the painting job, with the 
only liability that of good work- 
manship. No down payments are 
required under the Lucas Plan. 
Payments may be financed up to 
18 months, with the first monthly 
payment due in one month from 
date of completion. Interest 
rates are low, the same as those 
of the N.H.A. 

In operating the plan, the 
dealer or contractor secures ap- 
plication from the customer 
together with his credit state- 
ment. The dealer then secures 
a credit report from a respon- 
sible credit reporting bureau. 
This material is sent to the First 
Bancredit Corp., with branch of- 
fices located in all principal 
cities. Decision is mailed to the 
dealer within 24 or 36 hours. 

When work is done, a note and 
completion certificate are exe- 
cuted and sent to the corpora- 
tion. Settlement is made in full, 





with two checks issued, one in 
favor of the dealer and one in 
favor of the painting contractor. 
Responsibility for collection rests 
entirely with the First Ban- 
credit Corp. Under the plan, 
the smallest amount financed is 
$70.00. On large jobs special 
terms can be arranged upon ap- 
plication to the corporation. 





LOWELL PRODUCTS 
ADDED TO PARKER CO. 
LINE 


The Parker Wire Goods Co., 
Worcester, Mass., announces that 
it has purchased the tools and 
equipment from the Lowell Hard- 
ware Specialty, Lowell, Mass., for 
the manufacture of the Lowell 
Storm Window and Screen Hang- 
er. These items, which have met 
with considerable success, will be 
added to the line of the Parker 
Wire Goods Co. 





THERMOID RUBBER CO. 
MAKES CHANGES 


Fred Matheis was _ recently 
elected assistant vice-president in 
charge of sales of the Mechani- 
cal Rubber Goods Division of 
The Thermoid Rubber Co., Tren- 
ton, N. J. He succeeds Lloyd 
Leaver who is no longer with 
the company. Mr. Matheis for 
many years has been in active 
charge of the department rou- 
tine. S. H. Lyon, dean of that 
division has been appointed 





eastern manager of the depart- 
ment. 

It is also announced that the 
additional equipment and ma- 
chinery which has been pur- 
chased during 1935 to take care 
of the increased business and the 
manufacture of new _ products 
would be installed completely by 
Jan. 1, 1936. 


GROUP MEETINGS OF 
JERSEY ASSOCIATIONS 


The North Jersey Hardware 
& Supply Association and the 
Jersey Shore Retail Hardware 
Dealers Association held a joint 
meeting at Packer House, Perth 
Amboy, N. J., Nov. 12, presided 
over by presidents Romaine and 
Usher. Sixty members attended. 

Addresses were delivered by 
Ralph W. Carney, The Coleman 
Lamp & Stove €o., Wichita, Kan. 
Harold W. Hirth, N.R.H.A. and 
W. Glenn Pearce, managing di- 
rector of PASHA, who acted 
as master of ceremonies. W. C. 
Coleman, president of The Cole- 
man Lamp & Stove Co. attended 
and addressed the gathering 
briefly. 


CONVENTION PROGRAM 
OF TEXAS ASSOCIATION 


The theme of the convention of 
the Texas Hardware and Imple- 
ment Association, Jan. 21-23, 
will be “Causes and Cures of 
Today’s Competition.” Particular 
attention is to be given to the 
elimination of “kinks” in the 
distributive system. 





KELVINATOR CORP. 
APPOINTS CARTER 


Donald Carter has been ap- 
pointed to the factory office of 
the National Direct Sales division 
of Kelvinator Corp., Detroit, 
Mich., it was announced by Ed- 
ward R. Legg, manager of the 
division. In his new position, Mr. 
Carter will have charge of Na- 
tional User business detail and 
act as an office manager in con- 
junction with Harold Priest, as- 
sistant manager of the division. 

For the past two years, Mr. 
Carter has been in Kelvinator’s 
Order and Distribution depart- 
ment. Prior to that, he spent 
four years in the shipping depart- 
ment. 


ESSEX COUNTY ASSN. 
ELECTS OFFICERS 


At the Nov. 21 meeting of the 
Essex County Retail Hardware 
Association in Kreuger’s Audi- 
torium, Newark, N. J., the fol- 
lowing officers were elected: 
Theodore Yecies, president; 
George H. Engelhard, first vice- 
president; Moses Prince, second 
vice-president; William Shulman, 
financial secretary; Jack Fried- 
man, secretary, and Maxwell M. 
Plotkin, counsel. 

J. J. Ellebrecht of the Carbo- 
rundum Co., Niagara Falls, N. Y., 
gave an interesting talk on his 
company’s products and distrib- 
uted souvenirs to all present. The 
group is making arrangements 
for its fifth annual entertainment 
and dance to be held in February, 
1936. President Yecies presided 
over the meeting. 





AMERICAN WILDLIFE INSTITUTE 
HAS NEW MEMBERSHIP PLAN 


The American Wildlife Insti- 
tute organized for game con- 
servation, has announced a new 
membership plan. Under this 
plan membership fees will be 
used to supplement the endow- 
ments to the organization. Sev- 
eral different types of member- 
ships are provided. The 
memberships of particular in- 
terests to the hardware trade 
being those for sporting goods 
and hardware jobbers, at not less 
than $10 annually, and the mem- 
berships for sporting goods and 
hardware dealers, at not less 
than $5 annually. Fees for other 
classes of Institute membership 
range from $5 to $10,000 for an 
endowment membership. All 
members will receive the organi- 
zation’s magazine, as well as 
other related publications and 
bulletins. 

At the American Wildlife Con- 
ference, which will meet in 
Washington on Feb. 3 to 7, 1936, 





the Institute plans to effect the 
formal organization of an inter- 
national federation or council of 
wildlife forces. This proposed 
council or federation will oper- 
ate as a separate organization. 
Membership fees for local and 
other conservation organizations 
desiring to be affiliated with the 
proposed council or federation 
have been established and vary 
from $2 to $50, according to the 
size and type of the organiza- 
tion. After the federation has 
been formed the accumulated 
revenue for federation member- 
ship fees will be turned over to 
the new organization. Thereafter 
the Institute will concentrate on 
basic research, demonstration, 
and educational work, and to 
giving financial aid to other 
worthy projects. 

Additional information on the 
organization’s plans may be ob- 
tained from the American Wild- 
life Institute, Investment Bldg., 
Washington, D. C. 
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OFFICIALS VIEW 1936 
FAIRBANKS MODELS 


_ The officials of Fairbanks- 
Morse Home Appliances, Inc., 
430 S. Green St., Chicago, who 
attended the “unveiling” of the 
1936 Fairbanks-Morse Refriger- 
ator, expressed enthusiasm for 
the new model. Several new fea- 
tures have been incorporated in 
this refrigerator. It is said that 
the styling of this advance model 
is daring, yet in keeping with 
modern design tendencies. 





W. PAUL JONES 


W. Paul Jones, vice-president 
of the Home Appliance Division, 
said, “The success of our refriger- 
ator this year can largely be at- 
tributed to the exclusive Con- 
servador feature. Therefore, we 
have given ‘full speed ahead’ to 
the new line which has been de- 
veloped around this inner door 
improvement. Its consumer ac- 
ceptance is an accomplished fact 
and we are confident of a greatly 
increased volume during 1936.” 

Preparations are being made 
and models are being rapidly 
completed for advance distributor 
showings. Distributors will be 
invited to a preview of the new 
models early in January, at which 
time the advertising and mer- 
chandising plans will also be 
presented. 


MEMA VOTES AGAINST 
RETURN OF N.R.A. 


On Nov. 8, members of the 
Motor and Equipment Manufac- 
turers Association, 250 W. 57th 
St., New York City, received a 
ballot asking whether they did or 
did not favor legislation continu- 
ing in any form the principles 
and policies of the N.R.A. To 
date, 218 manufacturers, with 
98,322 employees, have voted 
against a return of N.R.A. in any 
form. Seven manufacturers, with 
8613 employees, favor continuing 
the N.R.A. 

The 225 manufacturers who 
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GEORGE N. JACOBI 


George N. Jacobi, 74, passed 
away Nov. 2 at his home in New 
Roton, Conn. At the time of 
his demise, he was manager of 
the Products Records Division of 
the Yale & Towne Mfg. Co., 
Stamford, Conn. 

Mr. Jacobi was born in Bal- 
timore, Md., and it was there 
as a young man that he gained 
his first hardware experience in 
the Samuel B. Cook hardware 
store. He later went with the 
Reading Hardware Co. with 
whom he remained twenty years, 
holding the positions of treas- 
urer and general sales manager. 
He also at one time was associ- 
ated with The Peck, Stowe & 
Wilcox Co., Southington, Conn., 
for several years. 

Mr. Jacobi’s association with 
The Yale & Towne Mfg. Co. ex- 
tended over a period of more 
than 25 years. He served that 
company as assistant to the 
vice-president and general man- 
ager of sales, manager of the 
Price and Products Department 
and as manager of the Products 
and Records Division. 

His passing will be felt by 
hardware men over the country 
by whom he was well known and 
liked. Surviving are his widow 
and two sons. One son, G. N. 
Jacobi, Jr., and one daughter, are 
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associated with H. B. Ives, New 
Haven, Conn. 


DAN W. PHILLIPS 


Dan W. Phillips, 54, promi- 
nent as a hardware salesman, 
died Nov. 17 at the home of his 
sister in Livingston, Tenn. For 
14 years he traveled for Bel- 
knap Hardware Co., Louisville, 
Ky., and the Simmons Hardware 
Co., St. Louis, Mo. He was one 
of the organizers of the Clark 
Hardware Co., Nashville, Tenn., 
and was later president of the 
Phillips - Chapman Wholesale 
Auto Accessory Co. He is sur- 
vived by his widow and two 
sons. 


CHARLES GOTTGETREU 


Charles Ralph Gottgetreu, 50, 
proprietor for 18 years of a 
hardware and furniture store at 
1022 East Broadway, Alton, IIl., 
died recently at his home there. 
A daughter survives. 


CHARLES W. BERG 


Charles W. Berg, 88, died re- 
cently at his home in Little 
Falls, Minn. He was one of the 
organizers of the Minnesota Re- 
tail Hardware Dealers Associa- 











tion. He had also helped or- 
ganize the Hardware Mutual 
Insurance Co. 


FRANK B. INGOLD 


Frank B. Ingold, 67, died re- 
cently of a heart attack. He 
was a prominent merchant of 
Hickory, N. C., where he con- 
ducted the Ingold Hardware Co. 

He first went to work in the 
Link-McComb Co. and in 1887 
he went with the Shuford Hard- 
ware Co. Seven years later, Mr. 
Ingold formed a partnership and 
opened the Ingold and Johnson 
hardware store. He purchased 
his partner’s interest in the busi- 
ness in 1898 and conducted the 
store under the present name of 
F. B. Ingold. Since 1898 Mr. 
Ingold has had no partners in 
the business. 

He is survived by his widow, 
a daughter and a son, Bernard. 





SAMUEL A. POTTER 


Samuel A. Potter, 56, lawyer 
and real estate operator and 
president of the S. A. Potter 
Machine Tool Co., died Nov. 15 
of a heart disease at his home, 
70 Manor Place, New Rochelle, 
N. Y. His widow and two chil- 
dren survive. 





have voted are said to be a cross- 
section of the automotive indus- 
try, representing all kinds of 
plants from those with less than 
100 employees to some employing 
more than 5000 persons. Ballots 
are continuing to come in. 





HAMILTON BEACH ERECTS 
ADDITION TO ITS PLANT 

The Hamilton Beach Co., divi- 
sion of the Scovill Manufacturing 
Co., Racine, Wis., will erect a 
three-story addition to its plant 
there. About 40,000 sq. ft. of 





additional floor space will there- 
by be provided. The firm manu- 
factures fractional horsepower 
motors, drink and food mixers, 
vibrators, household electrical ap- 
pliances and a variety of soda 
fountain supplies. 








Underhill, Clinch & Co., 76 
Ninth Ave., New York City, has 
been appointed exclusive dis- 
tributors of the Ideel Products 
Co. of Lexington, Ky., manufac- 
turers of the Ideel Waterless 


Cleaner and Ideel Foam Cleaner. 
The plans were formulated at a 
dinner given at the Hotel New 
Yorker for the active promotion 
of Ideel Products which will not 


only include an unusual mer- 
chandising program on the part 
of the distributors and retailers 
alike but also is to be followed 
by a daily radio program. 
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ADVANCES BECOMING EFFECTIVE 


Steel and Brass Wood Screws 
Brass Machine Screws 
Leather Goods 

Drive Well-points 
Low-priced Wrist Watches 
Small Sizes of Certain Nuts 


Wire Rods 
Steel Scrap 
Soil Pipe Fittings 


DECLINES BECOMING EFFECTIVE 


Steel Machine Screws 


Stove Bolts 


ADVANCES BEING ANTICIPATED 


Copper 


Price advances in the steel indus- 
try seem now likely to confine them- 
selves to the semi-finished products, 
whose mark-up has already been re- 
ported. Contrary to expectations, a 
general increase on finished steel 
prices now seems to have been defi- 
nitely postponed. 

Producers are opening their order 
books for the first quarter, at un- 
changed prices, on nails, wire, 
sheets, and steel pipe. To quote 
Iron Age: 

“This turn-about-face on finished 
steel prices comes as a surprise. 
Rising demand, higher costs of 
scrap, pig iron and fuel, and finally 
the recent advances in semi-finished 
steel—all pointed to a mark-up of 
finished products as a logical se- 
quence. It will be recalled, how- 
ever, that the attitude of the indus- 
try toward the proposed advances 
has been divided from the first, and 
the more conservative interests, by 
reafirming current prices, have 
definitely settled the issue.” 

It may well be added that there 
are no signs of weakness in the 
price structure, and all quotations 
will doubtless be strongly held. Per- 
haps the second quarter of 1936 will 
be the occasion for realizing such 
advances as now have been post- 
poned. Costs of the producers are 
undeniably heading upward. 


+ #& 


The market on coil chain 
shows strength as the manufacturers 
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Paint and Varnish 
LCL Shipments of Window Glass 


are faced with advances in raw ma- 
terials, and with increased operating 
costs. 

* & 

The copper industry is mak- 
ing favorable progress, and there 
are recent strong rumors of further 
price advance. October statistics 
showed a much-desired decrease in 
the surplus stocks of refined copper. 
World reserves on October 31 were 
496,500 tons, and United States re- 
serves 226,700 tons, comparing re- 
spectively with 531,600 tons and 
241,300 tons on September 30. 
Notable gains were shown in both’ 
domestic and foreign consumption. 
Total deliveries of 163,200 tons in 
October compare with 133,600 tons 
in September, reflecting an increase 
in October of more than 22 per cent. 

* & # 


Makers of wood screws have 
made a change which will be of 
wide interest. A completely new 
schedule of higher list prices has 
been adopted, effective November 
20, with advances in the lists aver- 
aging, on the popular sizes, about 
42% per cent on steel screws, and 
nearly 150 per cent on brass screws. 
At the same time, the complicated 
and extreme discounts recently in 
effect have been simplified to a basis 
of 75 per cent off on flat head 
bright, and 82 per cent off on flat 
head brass. The average net result 
of the changes seems to be an ad- 
vance over recent competitive levels, 
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ranging from 28 per cent on steel 
to nearly 70 per cent on brass 


screws. 
* * * 


Stove bolt discounts were 
slightly revised on November 16, 
with both bulk and packaged bolts 
now quoted at a shade under the 
preceding schedule of May 31, 1934. 
However, if the new discounts are 
held firmly, the actual net result 
will be an advance. 

* & & 


Discounts were changed on 
machine screws and nuts on No- 
vember 16, affecting both steel and 
brass. The steel items net slightly 
lower, and the brass prices a little 
higher, than the quotations in effect 
previously. 

* * * 

Semi-finished nuts and casile 
nuts, sizes 4% to 1 inch, were ad- 
vanced about 21 per cent on No- 
vember 19 by some makers. The 
larger sizes remain practically un- 
changed. 

*& # -# 

Recent advances in leather 
goods have been explained as the 
result of steadily increasing costs 
of hides from the low points of the 
depression. The better grades of 
hides in the last twelve months 
have advanced as much as 70 per 
cent. Light native cow hides re- 
cently have been selling at 12 cents 
a pound, compared with 714 cents 
a year ago, an increase of 60 per 
cent. All types, however, are still 
considerably below the 1913 prices, 
which at this season ran about 1814 
to 1814 cents per pound. 

The hide situation is steadily im- 
proving, despite the sizable stocks 
held by the government in ware- 
houses. Tanners are now said to be 
asking that a maximum of 10 per 
cent of government hides and a 
minimum of 5 per cent be released 
for marketing. 

+ * 


Shipments in the washer- 
iron industry have exceeded the 
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HARDWARE Business? 


total business for 1934, according 
to the American Washing Machine 
Manufacturers’ Association. Washer 
shipments for the first ten months 
of 1935 totaled 1,241,606, or 1322 
more than for all of 1934, and ironer 
shipments were 122,514, compared 
with 116,069 for all of 1934. Octo- 
ber washing machine totals broke 
all previous records for the month, 
and gained 34 per cent over Octo- 
ber, 1934. Ironer shipments were 
14,258, compared to 9602 in October 
last year. 
* * * 

Orders for machine tools for 
October showed a substantial gain 
over September, though short of the 
August “high” index of 125.8 per 
cent of normal. The index figure 
for the industry for October was 
reported at 102.9, compared to 43.9 
in October, 1934. The improving 
activity among nearly all classes of 
manufacturers is likely to keep up 
a lively demand for machine tools 
and equipment throughout the win- 
ter, 

* & 

Soil pipe manufacturers have 
advanced their prices approximately 
5 per cent on fittings—the second 
increase on soil pipe fittings from 
their low mark. 

% * * 

Drive well-points have been 
marked up about 10 per cent on 1 
and 1% inch sizes, and about 1114 
per cent on other sizes. 

* + 


The best season of the year 
for the sale of window glass is now 
in full swing, with demand very 
active. From all indications this 
season will see an increase in glass 
sales over those of a year ago. Man- 
ufacturers are meeting with consid- 
erable success in stabilizing prices, 
and are said to have in mind a raise 
in LCL quotations for the early 
future. 

* & # 

Paint and varnish sales are 
unusually good for this off-season 
period, and there is some expecta- 
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tion of higher prices. Ten cent and 
25-cent cans are likely to be among 
the earliest affected, and distribu- 
tors may have to choose between 
reduced margins or smaller con- 
tent packages. 

+ + 

Sales of the Glidden Com- 
pany in October were the best for 
any month this year, according to 
figures supplied by the company’s 
president. Preliminary data for that 
month show that sales were $4,- 
395,781, a gain of 14.5 per cent 
over September and a fine increase 
of 42.3 per cent over October of 
last year. 

x * & 

Prices on carriage and ma- 
chine bolts are steadier than for 
many months past. Concessions by 
the mills have almost completely 
disappeared. Quotations by the job- 
bers are also firmer, and the stage 
seems set for a definite market ad- 
vance, which may take effect on or 
before January first. 

* * * 


An advance of one cent per 
pound has been placed in effect on 
cotton wrapping twine, by some 
leading mills. Prices are steadier on 
seine twines, cotton rope and sash 
cord, and the declining tendency, 
manifest until recently, has about 
disappeared. Decreasing world 
stocks and improved world con- 
sumption afford a background for 
the more hopeful outlook on cotton 
and its manufactures. 

* & 

The U. S. Agricultural De- 
partment on November 8 forecast 
a 1935 cotton crop of 11,141,000 
bales, based upon conditions as of 
November 1, a reduction of 323,000 
bales from the October 1 showing. 
The indicated crop is 1,505,000 bales 
more than the 1934 production but 
3,525,000 less than the average 1928- 
32 production. Most of the decline 
in crop prospects during October 
was reported in Arkansas, Okla- 
homa, Tennessee and Missouri, 
where early frost occurred and other 


unfavorable weather conditions were 
said to have checked development 
of the late crop. Moderate declines 
were reported for North Carolina, 
Mississippi, Louisiana and Texas. 
Little change was shown for other 


states. 
* *& 


Prices on low-priced wrist 
watches—those that retail to the 
consumer from $2.25 to $5.00—have 
been advanced approximately 1214 
per cent, to take effect on shipments 
after January 1. The demand this 
fall for low-priced wrist watches 
has been greater than in any year 
since 1929. All factories are heavily 
oversold and cannot hope to ship, 
before the end of the year, more 
than a small part of their unfilled 
orders. The manufacturers are un- 
able to account for the large sales, 
except that many people who are 
going back to work need, and are 
purchasing, watches. The demand 
for popular-priced pocket watches 
is also very large, but the factories 
are in better shape on these, and 
are taking care of orders more 
promptly. 

* * * 


Sales and shipments of hardware 
lines show no diminution, accord- 
ing to reports from leading manu- 
facturers and wholesalers—and the 
tendency is toward slower service 
by many plants which find them- 
selves unexpectedly busy. Retailers 
in some sections have remarked a 
slight slowing of consumer demand 
for November, generally ascribed 
to unseasonable weather, but in gen- 
eral, retail sales have kept well 
ahead of the similar 1934 period. 
This is true not only of every-day 
lines, but of items in the luxury 
class. There is hardly a line, where 
the average store shows a choice, in 
which the better quality offerings 
are not improving in demand faster 
than the cheaper items. Some mer- 
chants comment that the average 
consumer seems so “fed up” with 
economies, that he is showing signs 
this year of “letting himself go.” 
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Looking toward the holiday 
season, both the jobbers and the 
stores seem more worried about 
shortages than about selling read- 
ily what they have bought. Every- 
where there is expectation of a 
rather generous shopping season, 
and in the larger towns the shop- 
ping has started unusually early. 
Not only have experienced mer- 
chants laid in heavier stocks than 
last year, but it is estimated that 
this season will show the greatest 
gain ever—in stores adding toys 
and gift goods for the first time to 
their lines. Introductory assort- 
ments prepared by some of the lead- 
ing wholesalers have afforded a 
safe and easy means for the smaller 
dealers to make a start. 


* + * 


Sales of spring futures are 
away ahead of this time last year, 
with lawn mowers, in particular, 
reaching a remarkable early volume. 
Expectation of stronger prices is 
doubtless influencing larger and 
earlier orders. Manufacturers of 
several seasonable lines are protect- 
ing their opening prices for only 
a limited period—to January 1, or to 
February 15—and it is quite possible 
that early buyers will experience 
substantial savings. All branches 
of the trade are watching closely 
the developments as to steel prices. 
As the advances, now in progress, 
become finally effective, the mate- 
rial costs of a large number of 
hardware lines will be increased, 
and manufacturers are not at all 
disposed to enter into indefinite or 
long-time commitments at the low 
price levels which have prevailed 
until recently. 


*% * * 
Steel ingot production for 
last week was scheduled at 55.4 


per cent of capacity, another new 
high record for this year and the 


best rate since the week of 
June 18, 1934. The operating 
rate last week represents an 


increase of 3.2 per cent over the 
week just preceding. A month ago 
output was at 51.9 per cent, and in 
the corresponding week of 1934 at 
28.1 per cent. Sheet mill backlogs, 
Iron Age reports, have become so 
large that certain producers are vir- 
tually sold out for the year on all 
regular grades except heavy hot- 
rolled sheets. There is also in- 
creased ordering of railroad and 
construction materials. Washington 
has lately approved several hundred 
projects for grade eliminations, 
which fabricators estimate will re- 
quire 45,000 tons of structural steel. 
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Railroad freight traffic in the 
United States, in the week ended 
November 16, decreased 25,195 cars 
from the previous week, but re- 
mained at the highest level for mid- 
November since 1931. Shipments 
totaled 628,330 cars, an increase of 
43,296 over a year ago, 25,622 above 
1933 and 52,479 ahead of 1932. The 
decline from the early November 
showing was larger than usual, at- 
tributed to mild weather, with its 
slowing effect on the movement of 
coal and winter goods. 

*& * * 

Electric power output in the 
November 16 week set its fourth 
consecutive high mark with an out- 
put of 1,938,560,000 kilowatt hours, 
an increase of 14.6 per cent over 
the corresponding period of 1934, 
and 1.3 per cent ahead of the week 
before. Automobile plant activity 
again enabled the central industrial 
area to make the best power gain, 
although every district with the ex- 
ception of the southern states 
showed a larger percentage of in- 
crease than in the week preceding. 

* * x 

There was a drop in the num- 
ber of business failures in the 
United States during the week which 
ended November 14. The tetal re- 
ported to Dun & Bradstreet, Inc., 
was 210, against 212 in the week 
preceding, and 208 for the corre- 
sponding week of last year. Retail 
failures were reduced to 119, as 
against 126 a week earlier. In the 
wholesale classification, and for the 
manufacturing and other commer- 
cial groups there were very slight 
increases. 

* * * 

Better employment gains, pri- 
vate, as well as WPA, are undeni- 
ably reflecting in the showings of 
retail sales. Both the Washington 
figures and those of independent 
statisticians, lately issued, are stead- 
ily encouraging. Nearly 250,000 
workers returned to jobs in private 
industry during October, and there 
was an increase in private weekly 
payrolls of $8,200,000 during that 
month, according to the Secretary 
of Labor. The preliminary Octo- 
ber index rose to 85.3 per cent—the 
highest since October, 1930, and the 
payroll index to 75.1 per cent—the 
highest since March, 1931. 

cal * 

The Thermoid Rubber Co., 
Trenton, N. J., through F. E. 
Schluter, president, has announced 
that sales in its Mechanical Rubber 
Goods Division have been more than 
25 per cent greater than those for 
the preceding year, and Mr. Schluter 
says: “I have every reason to be- 


lieve we will enjoy even greater 
sales next year.” 
* * * 

The largest output of paint 
since 1930 will be recorded for this 
year, according to a recently com- 
pleted survey of the paint and wall- 
paper trade as made by Dun & Brad- 
street, Inc. Production for the first 
nine months of 1935 was from 17 to 
25 per cent larger than for the com- 
parable period of 1934, placing the 
total at the highest point reached 
since 1930. The improvement is 
expected to be extended at a faster 
rate in 1936, in view of the large 
amount of new residential con- 
struction planned and the more 
manifold industrial requirements. 

* * *& 

The Heater Division of Mo- 
tor Wheel Corp., Lansing, Mich., 
reports that all previous sales rec- 
ords were broken during a thirty- 
day rush in October, with shipments 
in the month equal to 72 per cent 
of the total volume of business for 
the company during the entire year 
of 1934. The company’s line of 
oil burning space heaters showed 
the largest increases, but new sales 
highs were also reached by MW 
cooking ranges, water heaters, 
boiler-burner units, conversion burn- 
ers and other units. 

* & * 

Modernization loans, under 
the plan of the Federal Housing 
Administration, in the week ended 
November 16, reached a total of 28,- 
253 having a value of $8,670,067. 
This brought the total number of 
loans since the start of the program 
to 579,831, valued at $212,544,959. 
The business in the week men- 
tioned was the largest on record. 
It is estimated that the total amount 
of work stimulated by the program 
now amounts to $1,058,849,366. A 
marked increase in the employment 
of building employment is also re- 


ported. 
* * * 


Residential building will be 
doubled or tripled in 1936, accord- 
ing to Stewart McDonald, Federal 
Housing Administrator, who recent- 
ly made the statement to President 
Roosevelt. Mr. McDonald added 
that money was getting cheaper, 
rates and costs were coming down, 
and that “the panic is over.” He 
also explained that his figures 
showed that residential building was 
203 per cent higher in October than 
in the same month a year ago, and 
said that 70 per cent of FHA 
mortgage money was now coming 
from banks, and that the banks 
were now competing for the busi- 
ness. ' 
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A PERSONAL MESSAGE FROM THE PRESIDENT 
OF THE STANDARD SAFETY RAZOR CORPORATION 


Mr. C. W. Nichols 


TO THE TRADE: 


From the first, this company has had one fixed 
aim: To produce razor blades as near shaving 
perfection as possible. No effort or expense has 
been or will be spared in our constant approach 
to that end. 


Here is our latest step ahead: The double-edge 
RIO blade has been improved, as announced. 
Now we present with confidence an equally fine 
single-edged RIO, which sets new higher standards 
in its field. Both are made of white chrome steel. 


After making a thorough study of all factors, 
we are convinced that its selling price should be 


5 for 15c. 


Be assured that Standard intends to take mea- 
sures to protect its interests—and yours. From 
1930 to 1935, we have successfully defended our 
rights to manufacture razor blades, through pat- 
ent suits going up to the Circuit Court of Appeals 
and finally to the U. S. Supreme Court. In each 
case, the ultimate decision was in our favor... 


Two NEW RIO razor blades 
5 for 15¢ 


a notable triumph for Standard—and a victory 


‘for all free trade—thus our slogan: ‘The Blade 


That Appeals.” 


Back of RIO razor blades are men of ability, 
fortified by ample resources and inspired by the 
will to win. Our directors and executive heads 
have achieved outstanding success in many fields. 


This is our pledge for the future: 
—Standard has but one aim—Quality. 


—Standard does not solicit private brands. 
Every blade made by Standard will carry the 
Standard name. 


—Standard will protect its distributors by deal- 
ing with legitimate jobbers only. 


—Standard will provide retail stores with 
ample selling help. Attractive, colorful display 
material for counters and windows. 


Standard will recognize the rights of each trade 
factor and continue to act in the interest of all. 


. 
ty ed 
President, 


Standard Safety Razor Corp., 
East NorRWALK, CONN. 





W hat does RIO mean 


to the hardware retailer? 





EASY PROFIT! SURE REPEATS! 


The retailer sells 
20 packages RIO blades (5 blades each)..... $3.00 


The retailer sells HIS FREE GOODS 





’ 2 packages RIO blades (5 blades each)...... 30 
SINGLE-EDGE RIO DOUBLE-EDGE RIO $3.30 
Red-and-blue package Red-and-green package The ausaiies’s Cc OST 2.00 

Packed in the new theft-proof display carton (copy- oie a ———— 
righted). Twenty packages to carton. Open-front but "The retatier’s PROBE ooivicccciviciccccdiecs $1.30 


having special construction designed to eliminate counter 
pick-ups. Carton has easel to stand up and tab to hang 
on wall. 


We repeat—a fair, full, fast profit for YOU. 











SPEAKING OF RAZOR BLADES— 


“Standard” 
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Manufacturers and Supply Distributors Held Zone 
Meetings in Boston and New Haven, Nov. 7-8 


HE first of a series of zone 
a ae planned jointly by 

the American Supply & Ma- 
chinery Manufacturers’ Association 
and the National Supply & Machin- 
ery Distributors’ Association were 
inaugurated in Boston and New 
Haven, Nov. 7 and 8, respectively. 
More than 125 attended the two 
meetings. 

The conferences were planned to 
bring together manufacturers and 
distributors of a given area or zone 
to discuss current problems and to 
receive suggestions from members 
of the industry which would assist 
the associations to function better. 





D. W. NORTHUP 


At the manufacturers’ closed 
morning session, the objectives of 
zone joint meetings and a résumé 
of the association’s work and its 
future program were generally dis- 
cussed. Specific subjects discussed 
were: “What can the American As- 
sociation do to promote greater sales 
activity among distributors?” “The 
work of the Distributors’ Relations 
Committe e—the manufacturer’s 
sales policy and the distributor’s 
buying policy”; “Quantity Discounts 
—its effect on our industry”; 
“Higher Costs for 1936. Will dis- 
tributors ask for larger differen- 
tials?” and “Missionary Men.” 

At the distributors’ closed meet- 
ing, the association’s activities were 
reviewed. Subjects discussed were: 
“How shall taxes imposed by the 
Social Security Act be absorbed?” 
“What hours are being observed in 
New England?” “How can dis- 
tributors and manufacturers work 
together more effectively?” and con- 
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L. M. KNOUSE 


sideration of problems for discus- 
sion at the joint meeting with man- 
ufacturers. 

Following the morning meetings, 
a joint luncheon was held. Howard 
Ehrlich, McGraw-Hill Co., gave a 
market study picture of business 
conditions at the Boston meeting, 
while at the New Haven meeting, 
R. E. Pritchard of the Stanley Elec- 
tric Tool Co. presented a paper 
on “The Social Security Act.” The 
secretaries of both groups gave re- 
ports of their morning sessions, thus 
presenting the subjects for joint 
consideration and discussion. 

The distributors were anxious to 
have manufacturers further advance 
selective distribution as a method 
to further the interests of resale. 
Manufacturers in attendance were 
sympathetic to this type of distribu- 
tion, but pointed out the need for 
distributors to improve their selling 
organizations, as manufacturers who 
practiced selected distribution could 
hardly cut down their number of 
distributors without having assur- 
ance of increased selling activity on 
the part of the selected distributor’s 
force. 

Distributors presented to manu- 
facturers their plea for more ade- 
quate margins to take care of the 
increased costs of Federal, State 
and Municipal taxes. It was pointed 
out in the discussion, which fol- 
lowed, that it was customary, in 
most instances, to pass on these ad- 
ditional costs to the consumer. 
Assurance was given the distributor 
that manufacturers already were 
deeply concerned regarding this sub- 
ject and that it would have their 
careful study. 


GEORGE U. HATCH 





R. E. PRITCHARD 


George W. Eckhardt presented the 
views of the distributors with ref- 
erence to zone meetings and indus- 
try cooperation. He pointed out 
that distributors were definitely a 
part of the manufacturers’ sales or- 
ganizations and that any help given 
them by manufacturers would be 
valuable in that they would increase 
the distributors’ confidence and ef- 
fort in pushing the products of those 
manufacturers whose products they 
sell. 

H. H. Stalker presented a brief 
paper on “Manufacturers’ Sales 
Helps.” His proposal was to en- 
courage manufacturers in the Amer- 
ican Association in an united effort 
to bring to the attention of the sales 
managers, sales fundamentals which 
could be used by those managers in 
encouraging sales promotion on the 
part of the distributor’s selling or- 
ganization. It was the sense of the 
meeting that distributors would use 
such material, provided it was prop- 
erly set up. A plan for the promo- 
tion of this activity will be sub- 
mitted to the Executive Committee 
of the National Supply & Machin- 
ery Distributors’ Association and the 
Southern Supply & “Machinery Dis- 
tributors’ Asscciation as well as the 
American Association’s Executive 
Committee. 

L. M. Knouse, Stanley Electrical 
Tool Co., and president of the Amer- 
ican Association, presented at both 
meetings the objectives of his asso- 
ciation in connection with these zone 
conferences. He also gave a resume 
of the activities of the American 
Association since the convention and 
stressed the fact that it was grow- 

(Continued on page 84) 
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BUT THERE’S NO GUESSING ABOUT WHICH 
IS THE WORLD’S BIGGEST MAGAZINE 


... ats circulation is twice as big as that of its nearest competitor! 





AMERICAN 
WEEKLY 














MORE THAN NEAREST 
5,500,000 COMPETITOR 
CIRCULATION CIRCULATION 





@ 125,000 people sounds like a pretty 
big crowd. But to get an idea of what 
a really dig crowd is, picture this in 
your mind: It would take forty-four 
Grant Park Stadiums, packed to capac- 
ity, to equal in round numbers the 
circulation of the world’s biggest 
magazine! 

For every week.The American 
Weekly reaches more than 5,500,000 
families . . . double the circulation of 
any other magazineonearth! It reaches 
1 out of 5 to 1 out of every 2 families 
in the first-line buying areas, where 
70% of the nation’s families live and 
make 80% of all retail purchases. 

That’s the kind of circulation back- 
ing you get from manufacturers who 


Greatest 
Circulation 


in the World 


advertise in The American Weekly the 
daily necessities and luxuries you sell. 


What The American Weekly is 


The American Weekly, the largest 
magazine in the world, is distributed 
through the 17 great Hearst Sunday 
Newspapers. 
In each of 158 cities, it reaches 
one out of every two families 


In 146 more cities, 40 to 50% of 
the families 


In an additional 139 cities, 30 to 
46% 

In another 171 cities, 20 to 30% 
...and more than 1,982,000 additiona/ 
families in thousands of other large 
and small communities buy and read 
The American Weekly. 


THEAN BERICAN 


= DAWEBKLY 


‘‘The National Magazine with Local Influence”’ 
Main Office: 959 Eighth Avenue, New York City 
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What s New 


for Retail 
Hardware Stores 


Attractive Packaging 
For Gulf Products 


Packages for the specialty products 
of the Gulf Refining Co., Pittsburgh, 
Pa., have been redesigned for attrac- 
tiveness and eye appeal. The top band 
is dark blue, with the name of the prod- 





uct in white lettering, while the lower 
row of lettering is in orange. The 
lower band is white, upon which the 
familiar orange disc has been centered. 
The packages create a striking display 
appearance. They have been re-sized 
and redesigned to adhere as closely as 
possible to the refinery-sealed Gulf 
motor oil containers. 





Garrison Garfire Gun 
A Dry Extinguishment 


The Garfire Gun, the manufacturer 
states, is a three pound, quickly and 
easily operated, instantaneous dry ex- 
tinguishment on any incipient fire. It 
is the creation of the Garrison Engineer- 
ing Corp., Waterbury, Conn., designers 
and manufacturers of fire control prod- 
ucts, who use as the basis of their prod- 
ucts the Garrison duGas dry compound 
fire extinguishment. The gun consists 
of a pump gun and a projector, both 
with exterior shell of brass. A turn of 
pump handle unlocks and frees it for 
pumping—a freeing of projector nozzle 
opening by pushing aside the spring 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


GUND. wa 6 4 4 ota a eee 











clamp which keeps nozzle normally 
closed—and pumping, which shoots a 
cloud of dry compound at flames. The 
manufacturer states there is no wet, no 
mess, does no damage to anything but 
fire and anybody can use it. The sug- 
gested retail selling price is $3.75 coza- 
plete. 





No. 26 “Perfect’’ 
Weed Cutter 


This weed cutter has a specially de- 
signed, serrated, curved 14 in. double 
edge blade. It is claimed that the im- 
proved edges grip weeds or grass and 
make a clean cut with no tendency to 





slide or push down without cutting. 
The serrated edges may be easily sharp- 
ened with a file, stone, or grinding 
wheel, the same as any ordinary cut- 
ting edge. Overall length is 38 in., 
weight about 2% lbs. Packed % 
dozen in a package. The American 
Fork & Hoe Co., 1623 Euclid Ave., 
Cleveland, Ohio. 


Pexto Tools & Chest 


The Peck, Stow & Wilcox Co., South- 
ington, Conn., offers this Tools & Chest 
deal through its wholesalers. It is an 





inexpensive wood container of 14 forged 
and carefully selected tools. Container 
may be used as a chest or bench box. 
Suggested retail selling price is $7.50 
in the East and $7.95 in the West. 





Binks Mfg. Offers 
Spray Painting Catalog 


A revised 16 page loose leaf catalog 
on Spray Painting Equipment and Ac- 
cessories is being offered by the Binks 
Mfg. Co., 3114 Carroll Ave., Chicago. 
Spray Guns, Spray Booths, Syphon 
Cups, Pressure Tanks, Air and Ma- 
terial Hose, Oil and Water Extractors, 
Air Compressors, Exhaust Fans and 
other necessary equipment for indus- 
trial spray finishing are listed and 
priced with complete specifications. 
Also listed are complete portable spray 
painting outfits from the small general 
utility 4% H.P. size to the large 4 H.P., 
two-man outfit. The catalog contains a 
chart which explains the correct nozzle 
set-ups to be used with different classes 
of materials such as oil paints, lacquers, 
synthetic enamels, etc. The correct air 
pressure and the amount of air needed 
per minute at the gun are also char- 
tered. 
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You SEL) THESE ACCO LEADERS 
MORE CHAIN SELL ON SIGHT 


El-Wel-Tra Trace Chains Towing Chains 


@® An ACCO chain stock displays well— Heel and Butt Chains Coil Chains, 
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helps to build profitable business for you. vague akind can nen 
bs ' Breast Chains General Purpose Chains 
Attractive fibre cartons—neat cotton bags Halter Chains Repair and tau diate 


—the well-known ACCO display rack— ee garages: 
Plumber and Safety Chains Well Chains 
all help to remind your customers of their Hooks, Cold-shuts, etc Stee! Loading Chein 


P a mee L ? 
need for many kinds of chain. egies cape 2 
Cow Ties Porch Swing Chains 


Include ACCO packages in some of Tire Chains: Hammeck Chains 
WEED AMERICAN BAR-REINFORCED TIRE CHAINS 


your window, counter and table displays. es 
Give your chain stock on shelves and Weed Emergency Units 
Pn tic Truck 
racks a chance to create sales for you. Rae eal 
ross Chains 
The steady turnover of a chain stock for all above 


represents good, profitable business for 
you. Let ACCO help you to speed up 
this turnover. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT « CONNECTICUT 


In Business for Your Safety 


World’s Largest Manufacturers 
of Welded and Weldless Chain 






ao, 


ACCO Zuckaged CHAIN 
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Self-Centering Recessed 
Head Screws and Bolts 


American Screw Co., Providence, R. 
I, is introducing a line of self-center- 
ing screws and bolts with a newly 
designed recessed head. In the Phil- 
lips head, a tapered recess which 
exactly fits a tapered driver takes the 
place of the slot in the ordinary screw. 
This is said to provide faster driving, 
better holding power, better appear- 











ance, reduced spoilage, fewer accidents 
and other advantages. According to 
the maker no pilot holes are required 
in driving Phillips screws since the 
straight-line fit of the screw on the end 
of the driver provides positive control 
of the direction in which the screw is 
driven. The greater ease of driving 
and greater strength is said to make it 
possible to drive these screws in the 
hardest woods with smaller pilot holes. 
Only four sizes of Phillips drivers or 
bits are necessary to drive the entire 
range of screw sizes, and two sizes of 
drivers fit the sizes most commonly 
used. Bits are available for all power 
or manual drivers. 

Phillips Utility Kits containing driv- 
ers and several sizes of wood screws 
are offered as a convenient trial assort- 
ment for new users and as a handy 
household kit. Also packed in stand- 
ard packages. 





Gerrard Co. Offers 
Blue Book Of Packaging 


The Blue Book of Packaging offered 
by The Gerrard Co., Inc., 2915 W. 
47th St., is an attractively illustrated 
6-page booklet describing the com- 
pany’s wire tying machines of all 
weights and for all purposes. Ranging 
from Model TA for parcel post and 
express packages to Model L for heavy 
cases and crates of 100 to 600 lbs. and 
Model G for carload storage of sewer 
pipe, sheet steel, tin plates, stoves, 
ranges, refrigerators, etc. Marginal 
illustrations show the various applica- 
tions of the models. 


. 





Fostoria Has 
Sealing Compound 


Fostoria TiteSeal is now available 
through selected Mill Supply Dis- 
tributors. Fostoria TiteSeal is stated, 
by the manufacturer, to permanently 
seal leakage of gas, vapor oil, gasoline, 
steam, water, grease, alcohol, glycerine 
and special anti-freeze solutions and is 
indestructible, non-hardening, non-sol- 
vent, tight - gripping, vibration - proof, 
non-shrinking, non-cracking and non- 
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crumbling. Supplied in three densities: 
Light weight for sealing finely ma- 
chined joints, gasoline line joints, rust 
and corrosion prevention on threads, 
studs, battery terminals, etc., emergency 
high temperature lubrication and other 
uses. Medium weight for general gas- 
ket use, water pump packing filler, 
rubber hose connections and sealing 
one side machined joints. Heavy weight 
for heavy gasketing, general calking, 
sealing automobile tops and eliminating 
squeals and noise between wood and 
metal joints. Size illustrated is 1 lb. 
can. Light weight and medium weight 
is packaged in 2 oz. and 8 oz. tubes, 
in friction top 1 lb. and 5 Ib. cans, and 
25 lb. and 125 lb. drums. Heavy 
weight is available in 4 oz., 1 lb. and 
5 lb. friction top cans and 25 lb. and 
125 Ib. drums. Prices and discounts 
will be supplied on request. The Fos- 
toria Pressed Steel Corp., Fostoria, 
Ohio. 


—_- 


Electrikbroom 


The Electrikbroom, a 6-lb. cleaning 
instrument for rugs, floors, furniture, 
walls and draperies, is said to be easier 
and speedier in operation. It elim- 
inates the need for a dust bag, having 
in its place a dirt receptacle of Bake- 
lite which catches the dirt and which 





ee ae 


ee 


can easily be emptied. According to 
the manufacturer, the flexible nozzle, 
which changes from a suction nozzle to 
a sweeper nozzle or dust-mop nozzle, 
makes thorough and sanitary cleaning 
possible because it enables one to clean 
under furniture and beds. Electrik- 
broom can be hung on a hook in a 
closet and has an automatic winding 
cord which facilitates unwinding. The 
Electric Broom Corp., 113 W. 42 St. 
New York City. 





1936 Kingston 
Skate Catalog 


The 1936 Kingston Skate Catalog, 
offered by Kingston Products Corp., 
Kokomo, Ind., features a streamline 
model. This skate, illustrated, is said 
to represent the first radical departure 





from conventional skate construction 
in a number of years. In addition to 
this model, the catalog reveals improve- 
ments in construction and appearance 
throughout the entire line of sidewalk 
roller skates. 


Low Priced Hoover 
Electric Cleaner 


The Hoover Co., North Canton, Ohio, 
has announced an important addition 
to its line of electric cleaners—Model 
300, a new full-sized precision-built 
Hoover of which the suggested retail 
selling price is $49.75. According to 
the manufacturer this price is consider- 
ably below that of other Hoover models, 
and the lowest figure at which the 
patented cleaning action, Positive Agi- 
tation, has ever been offered. This 
model has many of the features of the 
higher priced Hoovers, including the 
Dirt Finder, it is stated. 
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PROFIT for YOU 


Experience writes this story. Your own experience 
supports it. A cheap light weight pump is an uncer- 
tain investment for the purchaser and a sale with 
uncertain profits for the dealer. 


Myers Easy Operating Cog Gear Hand and Windmill 
Well, House and Cistern Pumps eliminate all of this 
uncertainty. Better built for better service, but 
more than this, better built for better profits, they 
not only mean complete satisfaction on the part of 
the customer but satisfactory profits on your part. 


The greatest opportunity in years to sell Myers 
Quality Built Pumps is here right now. If you have 
not already received a copy of our new No. 68 


Catalog, ask for one today. A Myers representa- 
tive will see you or we will give you details by mail 
as you may desire. Write or wire. 


PATENTED 
COG GEAR 
aia 


delectable tate 














be il 
AVE RE.MYERS & BRO: COPASHL AND. OMG 





ae Ae OS een Gna S eee eae 





Motion Displays 
Stop the Crowds 


(Continued from page 31) 














regardless of the size of the con- 
trivance and the size of the arti- 
cles to be moved, different mate- 
rials must be used if the size is 
considerable. In one instance such 


, = is no substitute in lan- 
terns for a genuine Dietz Lantern. 





It represents the best sale you can a contrivance moved life-size rep- 
make and the best “buy” the cus- resentations of animals along a 
tomer can get in a lantern. . platform 25 feet long and 6 feet 
The customer who buys this Dietz wide. Instead of a belt, a bicycle 
Lantern can have no regretful chain was used. The chain passed 


afterthought that he has purchased 
something whose price does not 
compensate for difference in 
quality. 

—And you who sell this Dietz ; . : , 
Lantern oes made your full profit the straight-line sections of the cir- 
on a good article that is sure to cuit to keep the chain from sag- 
please. ging. The heavy rods that con- 
nected the figures to the chain 


R.E.DIETZ COMPANY were welded to the top sides of 


around sprocket wheels, four in 
number—one at each corner of 
the rectangular circuit. Other 
sprocket wheels were included in 





NEW YORK the links. 
MAKERS OF LANTERNS FOR THE WORLD. Move Slowly 
Founded 1840. 
Output Distributed Through the Jobbing Trade The belt must move slowly 
Exclusively. We Do Not Sell Chain Stores, h * he fi 
Catalog Houses, or Syndicate Buyers. enoug' to permit the gures to 


negotiate the turns easily; so a 
THE PERFECT STRAIGHT-LINE NETTING ® THE PERFECT HEXAGON-MESH NETTING variable speed motor should be 








ea ’ ed. 
\ U S ‘ : . U Ss The sketches do not show back- 
/ , . grounds. The dealer may contrive 
A _ hat fits hi rticul ds. But 
STRAITLOK HEXLOK ie ieee “aac np 


.,-—POULTRY_NETTIN ~S POULTRY NETTING ‘ 
y appear through doors in a back- 


ground, or screens may be placed 





Frm Oss % at each end and in front of the 
I) 2 platform so that the spectators 
DEPENDABLE on, cannot see the figures turn at the 
SOURCE ae De ends to pass behind the scene. 
NOW—you can obtain perfect straight- If the dealer doesn’t wish to dis- 
line and perfect hexagon-mesh nettings, A play wheeled toys, he may display 
in all fast-moving widths and weights, ar nar? , less mobile merchandise on flat 
~_ ae ee — plates which are connected to the 
straight-line poultry fabricenis available in one ree af} belt. If plates are used, the track 
ing or Gulveniced’ After Weaving, and in sii MSAD NSEMMOI | should be waxed to make the 
ctendard widths from [2 to 72inches. = [i n rh plates slide more readily. 
U. S. HEXLOK Netting--the most uni- . a A ‘ 
formly perfect hexagon-mesh fabric ever pro- *) Laer, ’ Another adaptation is to move 
duced--is furnished in all the popular standard h d -_ 
widths and weights, Galvanized Before Weav- \ showcarads containing messages 
one See pat tee Be a RY ey alge about merchandise across the spec- 
19 sod 20 gee, Te teonich net tr; tator’s field of vision. 
one-half inch mesh is supplied in No. 16 gauge. Regarding the position of such 
sylindunetie dere amas a display, it is most effective when 
Build profitable busi |. > i 
a ieiheetanttn conn meee, the top of the platform is at a 
nettings! They cost no more. height equal to, or slightly above, 
Ask your Jobber or write us for further the level of the spectator’s eyes 
information! b h P 7 
INDIANA STEEL & WIRE CO. because then he cannot see the slot 
MUNCIE, INDIANA in the platform nor the metal clips 
by which the figures are attached 
to the belt. 
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Store Room 
Transformed 


(Continued from page 27) 


that their neighbor or relative 
bought the same thing for 69 cents 
in a department store’s one-day 
“spread.” You will not be there 
to explain the case and you will 
suffer for it. Whereas when the 
customer wants the item and 
knows she was not at the depart- 
ment store on the necessary day, 
she will pay the regular price and 
be satisfied. She will even defend 
her purchase to her friend. Thus 
she becomes an advertiser for the 
toy department. Mrs. Horn meets 
the price of the department stores 
on their leaders but not on their 
one-day “spreads.” 

In the hardware department 
downstairs, through which all the 
toy customers must walk, is a 
dominating display of electric 
trains of the larger variety. The 
windows feature toys. 

There is no doubt, believes the 
Horn Hardware Co., that the toy 
department stimulates the sale of 
the regular hardware items, par- 
ticularly at Christmas time, and to 
some extent throughout the bal- 
ance of the year. 

The enthusiasm of a woman and 
her practical judgment make a 
great combination in running a 
toy department. 


Where Credit 
Is Due 


(Continued from page 40) 





ment or settle the old account.” 
This type of mortgage remains a 
continuous lien on all crops raised 
on the land described so long as 
the man who gave the mortgage 
keeps farming that particular land. 
That is true whether the farmer is 
owner or tenant, Mr. Fox ex- 
plained. 

Mr. Fox has two other checks 
on credit customers. They are 
mortgage and credit files, both 
compiled from mortgage and tax 
records at the court house. “They 
are the best source for such in- 
formation I have been able to 
find,” said Mr. Fox. “The records 
show what a man owes and how 
long he has been owing it. They 
also show how much property he 
owns, how much he is paying taxes 
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It’s a good idea... 


may be the excuse for losing one’s head, but even a tack must be 


built to resist hard driving. 


We have been tack makers since 1869. We take this business 
seriously. We pioneered the sterilized tack, the high-heat electric 


bluing process, the clean rust-resisting pack- 
ing, the removal of culls and defective tacks. 

We believe you jobbers and dealers have 
built up and maintain your business by al- 
ways giving 100% value for the money. 

So, we don’t lose our heads. We shall con- 
tinue to give you uniformly high quality, at 
fair prices, in the belief that you still want 
dependable merchandise. 

UPHOLSTERERS + CARPET * CARPET LAYING * COPPER 


WEBBING * GIMP * HIDE * LACE * WIRE CLOTH STAPLES 
BILL POSTERS * DOUBLE POINTED * CLOUT NAILS 


Sold in 
these distinctive boxes 


RED—BLACK—WHITE 


"OK. if theyre 





YOUR JOBBER HAS CROSS, OR CAN GET THEM FOR YOU 


Uniform — 100% usable 
—no culls 

Sterilized 

Packed clean — no dirt 


Blued in high heat elec- 
tric furnaces 


Made of best domestic 
materials 


Needle sharp points 

Round centered heads 
stay on 

Straight strong shanks 

Full net weight 





They keep their HEADS 


for men as well as for tacks. Hard driving 











W.W.CROSS & CO. INC. EAST JAFFREY, N.H. 
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Lvery 


DEALER 
Can Sell 


KLEINS 


Electricians and good mechanics 
everywhere know that good work- 
manship depends on good tools. In 
pliers Kleins are recognized as the 
standard of quality by which all 
others are judged. ‘Since 1857" the 
name Klein has 
been the standard 
in the electrical 
field. This reputa- 
tion for the finest 
will help sell pliers 
for you and in- 
crease your tool 
profits. Be sure to 
stock and push 
Kleins. 


Distributed 
through 
jobbers 

















Attractively mounted on brilliant dis- 
play cards, wrapped in cellophane, 
Klein Pliers help sell themselves. 


oom KLEIN 


3200 BELMONT AVE., CHICAGO 





on and whether he is paying the 
taxes.” In the case of a newcomer 
Mr. Fox writes for his record. 
These credit and mortgage files 
are kept on small cards in card 
indexes; the buyer’s record being 
typewritten on blank cards and in 
no particular form. 

The mortgage files are kept 
strictly up to date because if a 
man wants credit for material to 
harvest his crop, Mr. Fox wants 
to know if the crop is already 
mortgaged. If a bank, for instance, 
has a first mortgage Mr. Fox’s file 


will show it. He then requires 
the bank to sign a waiver or buy 
the necessary harvesting material. 
“I learned to do that,” he said, 
“after I failed several times to col- 
lect on a second mortgage.” 

Mr. Fox uses no form of col- 
lection letters. “I find,” he said, 
“that every case is different and 
that it must be differently handled. 
All my collection letters are per- 
sonal letters written specifically 
for a specific case. Results have 
justified that policy so far as I 
am concerned.” 





Regular Hardware Lines 


(Continued from page 33) 


glassware and liquor sets, light 
electrical appliances make up the 
stock in this department. 

On the third floor a display of 
major electrical appliances is at- 
tended by salesmen of the high- 
grade type who do outside selling 
for the firm during the other sea- 
sons of the year. It is surprising 
to learn how many large items 
such as refrigerators, gas ranges 
and electric washing machines are 
sold as Christmas gifts. This is 
explained by the statement that 
families club together to buy the 
large items and in some cases 
they are cash purchases. This 
floor is about 22 x 100 feet, as are 
all the other sales floors—small 
enough for such a volume of busi- 
ness. Forty-three electrical refrig- 
erators had been sold during No- 
vember and the first week of De- 
cember (1934) when the writer 
visited the store. The major appli- 
ance department is in charge of 
M. D. Knopic. 

Sporting goods, although reach- 
ing a high point during the hunt- 
ing season, are a strong factor in 
the Christmas selling. During the 
balance of the year salesmen who 
are actively interested in the vari- 
ous sports contact the schools and 
clubs and these men are capable 
advisers of customers seeking golf 
goods, guns, etc., as gifts. 

Hubbard’s make a good showing 
with their power tool line, hav- 
ing turned their $1,800 stock six 
times in the past eight months. 
Their newspaper advertising fea- 
tures this line as Christmas gifts 
and it is becoming more popular 
each Christmas season. One of the 
store’s salesmen in this line is a 


member of the local craftwork 
club and the natural trend is to 
bring other club members to Hub- 
bard’s for inspection of lathes, 
drills, saws, etc. Paul Barron is in 
charge of the power-driven tool de- 
partment. 

Hubbard’s advertising is in 
charge of Mr. Wernecke. He has 
been a consistent user of news- 
paper space and during the past 
few years has increased its use. 
It is interesting to note that this 
firm has not gone out of its own 
regular stock, yet it has given the 
whole store, partly through its 
advertising and partly by good 
decoration, a high-grade Christ- 
mas atmosphere that makes it 
stand out as a logical place to buy 
gifts. Mr. Wernecke believes that 
in these times a store, even though 
it be as old and well-established 
as Hubbard’s, cannot afford to let 
down or even stand still on its ad- 
vertising. He has supplemented 
this year’s newspaper advertising 
with a program on the radio 
through cooperation with a manu- 
facturer of electrical appliances. 
The local station, in a state-wide 
hook-up, intersperses the program 
with a sales talk in which Hub- 
bard’s is mentioned as the place 
to purchase the manufacturer’s 
line in Flint. Throughout the year, 
from time to time, cooperative di- 
rect mail is done by Hubbard’s 
and other manufacturers in paint 
or other products. 

When installations of gas ranges 
or other major items are made in 
prominent Flint households, Mr. 
Wernecke obtains photographs of 
the installed appliance and uses 
it as an influence on other pros- 
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GIFT SALES! <: 


Feature 


DAZEY 


Products... 


AND WATCH PROFITS 
CLIMB 


ROSPECTS for a bumper crop of gift sales in hardware 

stores never looked quite so bright as they do this year. 
The fact that Dazey products are now sold exclusively in 
retail stores opens the way to amazing extra holiday profits 
for every dealer who takes full advantage of this oppor- 
tunity. Here’s how to do it. Dress up your windows as 
always with holiday gift suggestions featuring DAZEY 
products so prominently they can’t be overlooked. Have 
similar displays inside always strongly emphasizing what 
perfect gifts these products are. You cannot fail to be de- 
lighted at the way they sell themselves and also stimulate 
sales of other gift articles. 


Why the extra “push” in DAZEY products? Figure it out 
for yourself. These products are favorably known from 
coast to coast—attractive in appearance—low in price— 
—novel in action—useful labor savers all—yet so unusual 
as to rise completely out of the commonplace practical gift 
class. Flag passersby with a presentation of these points in 
your windows and you'll have no complaint about your 
share of gift business this year. The past record of these 
products shows what to expect in gift sales. They have never 
yet failed to show a sensational increase in sales during the 
Xmas buying season. 


FREE GIFT WRAPPINGS 


To stimulate the gift idea still further, all DAZEY products will 
come in an attractive, specially designed Holiday wrapper from now 
until Xmas. Order liberally at once so you can maintain strong eye- 
catching displays. Wrappers can be removed and the goods put 
in regular stock after Xmas. 


Order from Your Jobber 


DAZEY CHURN & MFG. CO. 
4301 Warne Ave. DEPT. W-10 St. Louis, Missouri 
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Here's a Sure-fire Way 


TO BOOST XMAS 















EVERY ONE AN IDEAL GIFT 


(formerly SPEEDO). Has _ never % 
DAZEY DELUXE failed to show a tremendous sales in- 1 .69 
crease just before Xmas. Now, with the advantage of 

store and window display, holiday sales should be many 

fold greater. 


DAZEY SHARPIT: Multiply sales by suggesting addi- $1. 50* 


tional purchase with a = 7. 
juicer or both. Also a hot seller on its ‘‘own 


DAZEY SPEEDO SUPER JUICER: 22 2ift a to $1 75* 


DAZEY DeLuxe. Its attractive appearance — 5 am... 
cially acceptable for use as a gift. 


DAZEY Senior CAN OPENER: Sure to feu $7 30% 


store’s gift sales because of its moderate price and splendi 
performance. Be sure stocks are ample. D and sp ena i 


DAZEY Junior CAN OPENER: Suggest | this to $0. 69* 


w 
want “‘something”’ for mother and to grownups “wanting geod as 
but inexpensive gifts. The price insures plenty of Fg 


“MINIMUM RETAIL PRICES—Slightly 
higher west of Rockies. 


Every One Bears 
This Sign—a> 








69 

















BUT 


THERE IS A 
DIFFERENCE 











Behind every Morse tap, cut- 
ter, die, reamer and drill is the 
reputation for quality which has 
been building and strengthening 


for 7O years. 


No sounder purchase can be 
made today in the metal cutting 
field than a genuine Morse Tool. 
A complete stock of Morse 
Tools is a powerful force in 
keeping your business growing. 


THE MORSE LINE 
Includes 
High Speed and Carbon ARBORS, CHUCKS 


DRILLS, REAMERS COUNTERBORES 
CUTTERS MANDRELS 

TAPS and DIES TAPER PINS 
SCREW PLATES SOCKETS, SLEEVES 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S. A. 
CHICAGO STORE 


570 WEST 
RANDOLPH STREET 


NEW YORK STORE: 


92 LAFAYETTE STREET 





pects by placing it in the sales- 
room. It is not always possible to 
get permission to use the photos 
in the newspaper ads. Recently, 
however, it was their delight to 
have a woman who had purchased 
a gas range come in and enthusi- 
astically show comparative gas 
bills that were a printed proof of 
their economy. Permission was ob- 
tained to reproduce the bills in 
the ad. 

The trade in Flint is made up 
of the better-paid type of wage 
earner. They are in the main home 
owners and are considered the best 
customers. Their credit is good. 
While Hubbard’s have customers 
among the city’s elite, the great 
volume comes from the wage 
earner. These people make pos- 
sible the excellent showing on 
regular hardware items of sub- 
stantial price ranges as Christmas 
gifts. Their gifts are for utility as 
a rule and when they go out of 


the strictly necessary items they 
buy sporting goods, machinery and 
such high-unit lines. 

Toys and games are good lines 
for the hardware store to handle, 
but Hubbard’s experience shows 
that you can make a success with 
the lines you have. 

George W. Hubbard, now 91 
years of age, is still about the 
main sales floor very much inter- 
ested in the business and remark- 
ably active for his years. His life 
in Flint has been extrémely inter- 
esting, having seen the city grow 
from a mere village with board 
sidewalks and horse races held on 
the main street, until today when 
it has a population of about 125,- 
000. Up until a very few years ago 
he was a regular visitor at the 
baseball games and rarely ever 
missed a championship boxing 
bout, even when they entailed an 
extensive trip from Flint. 





Saunders Norvell 


(Continued from page 36) 


sis, that I based my position upon 
the real issue which is the name, 
brand, trademark and goodwill, 
and that the Court could not help 
but see the difference.” 

Manufacturers of trademarked 
articles in the face of such compe- 
tition as Macy’s, and also in the 
face of “loss leaders” as used by 
mail order houses and chain stores, 
have been seeking some method 
by which they could control not 
only the jobbers’ prices to retailers 
but also the retail prices to con- 
sumers. In the light of the deci- 
sion in the Miles case, as stated 
above, this has been a difficult 
thing to do, but it does seem unfair 
and unreasonable for one class of 
merchants to take advantage of the 
goodwill built up by years of 
work and an expenditure in most 
cases of millions of dollars in ad- 
vertising, to establish consumer de- 
mand for certain trademarked 
goods. The cutting of prices on 
such nationally known and favor- 
ably accepted trade marked goods 
naturally leads as in the case 
of the Ingersoll watches out-lined 
above, in the absolute destruction 
of the manufacturer’s business in 
the area where this cutting takes 
place. 

Protection for patents has been 


very well worked out in this coun- 
try. By the use of granted patents 
there is a measure of protection in 
the selling price. Mr. Taft, when 
he was Chief Justice of the Su- 
preme Court, in his decision in the 
well-known General Electric bulb 
case, made the statement that in 
itself the granting of a patent gave 
a monopoly for a certain length 
of time, and it naturally followed 
that a monopoly received on ac- 
count of a patent would be of no 
value unless with this monopoly 
went the right to fix prices. How- 
ever, even with this sweeping deci- 
sion, the General Electric Com- 
pany in order to make their case 
of price control on bulbs airtight 
both with jobbers and retailers, in 
addition to their patents, decided 
upon the method of consigning 
their goods both through jobbers 
and retailers. This system has 
turned out to be almost perfect. 
It has given General Electric ab- 
solute control of prices on their 
product, but even so, they have 
been troubled by foreign goods 
coming to the market, especially 
from Japan. 

In addition to these problems 
that are now necessarily being 
given most careful consideration 
by manufacturers, comes a new 
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No. 
04407 
BRASS 
PIN 
TUMBLER 
2 In.Size 









To the experienced architect or builder no sash cord is Customers Sense the 


too good. One replacement job makes cheap cord cost 


more than Samson Spot Cord. More than forty years of SECURITY ne This Big, 


adherence to one quality standard—one grade—one name 
and trade-mark has established Samson Spot Cord as the out- 
standing dependable value. For permanent buildings Samson Husky EAGLE Padlock 
Spot Cord is almost always definitely specified. By carrying it SS 
in stock you will get profitable business. y 


Where a moderate priced window cord is suitable, and for an 
especially good clothes line, we offer Phoenix—a real sash cord 
and good value. Phoenix is made all yarn construction, firmly 
braided, smoothly finished and has a minimum of stretch. 
Phoenix may be stocked for both sash cord and clothes line use. 
It costs a little less than Spot Cord but is dependable quality 
at a modest price. 


No. 04407 2” Retails for $1.00 


We make cotton twine and all kinds of braided 





cord for various uses. Write for catalogue. No. 04405 1a” Retails for 75 

There is nothi lable i lock 
SAMSON CORDAGE WORKS } saghgpr ies soore ooh e in padlocks 
Paatom, Sepeanemmanans © A. So let us remind you that the husky, 


handsome padlock illustrated — Eagle 
No. 04407 —is not only customer con- 
vincing in its appearance of strength and 
security, but it has the quality to back 
the looks—including genuine Pin- Tumbler 
Lock Work. 


Also—it is priced to meet the economy 
ideas of your customers. 


The Eagle Quality Line 


Night Latches Store DoorSets Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks Machine Screws 


eacte {Bc C CO, 


26 Warren Street -- New York, 


Branch Offices: 


521 Commerce St. 179N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, III. Boston, Mass. 
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THE SPECIAL OIL 
FOR GENERAL USE 








PE contents 
sure ova 
Cones urees) 


Coenen as eee Skane Om 
LweRicaTes 
cians AND 
poL.isHEes 
PREVEN 
RusT AN 
TARNISH™ 


Twnee 











macveactonse wench 
vw one ort C% 
s. 


A HIGHLY PENETRATING Olt FOR 
ines. EL 
BCYCLES SEwinG MAC risHin 


LAWN MOWERS FIREARMS. 
LW AUTOMOBILE PARTS, TOOLS. cory 


SELLS QUICKER BECAUSE 
IT PROTECTS BETTER! 








To produce 3-in-One, we blend 
three different oils in a special for- 
mula. One oil provides fast pene- 
tration. Another, better and longer- 
lasting lubrication. All together, 
they make 3-in-One not only a 
better lubricant, but an oil that 
keeps parts cleaner and protects 


them from rust and corrosion. 


Order from your jobber. One 
and 3-oz. spout cans; 1, 3 and 8-oz. 
bottles. Three in One Oil Co., 170 
Varick St., New York. 


BLENDED 
FROM 3 OILS 
FOR TRIPLE 
PROTECTION 
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menace to trademarked goods, and 
this menace comes in the form of 
new legislation being proposed in 
various state legislatures, to tax 
trademarks or to tax sales of trade- 
marked goods. In these days when 
the ingenuity of all legislators 
seems to be concentrated along 
the line of seeking new forms of 
taxation, national trademarks seem 
to offer very profitable and easy 
game for the tax collector. All of 
these questions coming to the front 
has led to unusual interest and 
many investigations into the prob- 
lems in connection with trade- 
marked goods. 

A trademark is different from 
a patent in the fact that it is prac- 
tically perpetual as long as used. 
A patented article may be covered 
by a trademark. The patent in the 
course of time may expire, but the 
trademark may continue as long as 
the article is sold. Now when the 
question of taxing trademarks 
comes up, naturally there are two 
sides to the argument. One side 
claims that as the state protects 
the manufacturer in the use of the 
trademark and as this protection 
is valuable, the state is entitled to 
compensation for such protection. 
The other side contends that the 
value of trademarks is built up by 
the quality of the goods and by 
national advertising, and that to 


tax these trademarks would simply 
be an additional unbearable bur- 
den upon commerce. 

Then the question comes up of 
the lapsing of and reinstatement of 
trademarks. In other words, if a 
trademark for some reason or 
other ceases to be used over a con- 
siderable period of time, has the 
owner of this trademark the right 
to revive it? This problem has 
been emphasized recently in the 
revivifying of oldtime well-known 
trademarks for whiskies, wines 
and beers, that in the nature of the 
case were not used during the 
period of prohibition. We are all 
aware that most of these old, 
favorably known and well estab- 
lished trademarks have been re- 
newed. Again they are being 
advertised. Evidently, therefore, 
they did not lapse in their mori- 
bund period during prohibition. 

The whole trademark situation 
has now reached the stage in its 
development where it is exceeding- 
ly interesting not only to manufac- 
turers, but also to jobbers and re- 
tailers. In this article we have just 
opened the subject. In our next 
article we will attempt to cover 
the pros and cons of the proposed 
taxation by states of trademarks, 
and we will try to cover both sides 
of the question. 





Folder On Wire Nails 
And Wire Brads 


“Bethlehem Miscellaneous Wire Nails 
and Wire Brads” is a four-page folder 
(No. 311) recently published by the 
Bethlehem Steel Co., Bethlehem, Pa. 
In addition to descriptive information 
on wire products such as nails, brads 
and staples in colored packages — 
orange, flat-head nails; green, brads; 
tan, staples—it contains list prices of 
the foregoing products now carried in 
stock. 





O’Brien Introduces 
Four Paint Products 


O’Brien’s T.T.O. ready mixed white 
primer for use under exterior house 
paints is said to dry to an eggshell 
gloss and to practically eliminate dif- 
ficulties with “crawling,” “slipping” 
and poor hiding, particularly on sharp 
edges. The purpose of O’Brien’s prim- 
ing oil is to stop the cause of blister- 
ing, peeling and cracking at its source 
by filling the pores of new wood so 
that moisture coming through from the 
back of siding cannot reach the vital 
point of contact between wood and 
paint film. T.T.O. dull white is de- 
signed for use on stucco, brick and 


shingles where a dull finish is prefer- 
able. According to the maker, it has 
good covering power, extra good level- 
ling ability and dries to an attractive 
dull finish. Can be tinted to any light 
shade with oil colors. Liquid Lite is 
said to stay perfectly white and never 
acquire a yellow cast and will cover 
any reasonable surface in one coat. 
Further information and samples avail- 
able. O’Brien Varnish Co., South 
Bend, Ind. 


Irwin Small Size 
Expansion Bit No. GA-4 


The No. GA-4 Expansion Bit has 
been designed to meet chain store 
competition. This bit cuts any size 
hole from ¥% in. to 1% in. and is fur- 
nished with 2 cutters. Screw threads 
are said to be cut extra deep to give 
added pulling power and superior bor- 
ing qualities. Finished in golden 
bronze tempered color. Packed four to 
a box. Suggested retail selling price 
is 85c: dealer’s discount is 25 per 
cent. The Irwin Augur Bit Co., 
Wilmington, Ohio. 


—_- 


HARDWARE AGE 











|OO Ibs PRESSURE 
AA Ciby - @ 





With the New 
‘“OPEN -HED” 
anal ° om te 


Here is a sprayer as different 
from any other as a 1936 Ford 
V-8 is from an old Model T. 
Electrically welded seams, hot 
galvanized after fabrication 
covers the entire sprayer with a 
seamless coat of rust resisting 
material and doubles its life. 

Then it has a new double 
action pump lock that is the 
safest, quickest, easiest ever 
introduced, A 5” tank opening 
and a Swivel Nozzle. 

It’s the sprayer they have all 
been looking for, but never 
could find—and it sells for the 
same price as the old-fashioned 
kind. 

Write for booklet and prices. 
Jobbers everywhere sell it. If 
your jobber cannot supply you, 
ask for the name of our jobber 
in your locality, 


The E.C. BROWN CO. 


750 Maple St. Rochester, N. Y. 


Makers of sprayers of all kinds from 
Atomizer to Wheelbarrow type 





Patented 
Patents Pending 

















e anatural 
for Christmas! 


The biggest Bath- 
room Scale Value 
in America 


335 


’ 
RETAIL 





GUARANTEED BY 
GOOD HOUSEKEEPING as advertised therein 


Model 800—Airplane Dial . . . Convex Double Strength Lens... 
Chromium Dial Frame . . . Roomy Platform . .. Modern Styling 

. Baked Enamel Finish . . . Individually Tested for Accuracy 
. . . High Quality Materials and Construction . . . The Lowest Priced 
Airplane Dial Scale on the Market . . . Guaranteed for Five Years. 
Order from your jobber now for Christmas business. 


THE BREARLEY CO., Rockford, III. 
New York Representatives, Loeb-Stern, Inc., 19 W. 23rd St. 


“Correct in Every Weigh” 


COUNSELOR 


fath Room Scales 
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THIS MODERATELY-PRICED 


ILCO NIGHT LATCH 


HAS UNUSUAL FEATURES 


Rear view of case 
showing cylinder 


Ring 2 Keys 
No. 1504 No. 1054 LB 


Herz is a night latch which you can sell your 
customers at a moderate price in spite of the fact 
that it incorporates radical improvements which 
are not available in the ordinary tubular night 
latch. 


First, this Ilco model has a 5 disc-tumbler cylin- 
der made of special die-cast alloy instead of the 
usual steel tube. Second, the cylinder is cast in 
one solid piece with the backplate. Third, it has 
corrugated cylinder keys instead of the ordinary 
flat steel keys. And fourth, it can be furnished 
with a far greater number of key changes. You 
can readily understand the extra strength and pro- 
tection which is added by these improvements. 


* The No. 231 Ilco Night Latch is only one ex- 
ample of the real values available in night latches, 
padlocks and other products which carry the 
trade mark, “Ico.” 


1(0) 


OTe 


INDEPENDENT LOCK COMPANY 


MASSACHUSETTS 






THE SYMBOL OF 
SUPREME LOCK 
PROTECTION... 






FITCHBURG 
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A Valuable Tip from 
Santa Claus 
“Ship Everything 


RAILWAY EXPRESS” 


That’s sound advice because you avoid 
congestion and delays by using the safe, 
swift Railway Express Service. Prompt 
pick-up for all shipments; transportation 
on fast passenger trains and quick delivery 
at destination! ¢ Pick-up and delivery in 
all principal cities and towns without 
extra charge. Take a tip from Santa, 
whenever you have anything to ship 
anywhere, telephone Railway Express. 


ON THE AIR @ TUNE IN on the 
RAILWAY EXPRESS NEWS PARADE 


Every week from the following stations: 
Atlanta, WGST e Baltimore, WBAL 
Boston, WEEI @ Chicago, WLS 
Cleveland, WHK @ Dallas, WFAA 
Los Angeles, K NX @ Minneapolis-St. 
Paul, KSTP @ New Orleans, WDSU 
New York, WOR © Omaha, KOIL 
St. Louis, KWK © San Francisco, 

KYA @ Seattle, KOMO 


Watch for local announcements 


RAILWAY 
EXPRESS 


AGENCY, INC. 
NATION-WIDE RAIL-AIR SERVICE 








American Sporting Goods Asso- 
ciation Annual Convention and Ex- 
hibition, Hotel Sherman, Chicago, 
Jan. 27 to Feb. 1 inclusive, 1936. 
John Hatton, managing director, 
care Hotel Sherman, Chicago. 


California Retail Hardware Asso- 
ciation Annual Convention and Ex- 
hibition, Santa Cruz, Cal., Feb. 3 to 
5 inclusive, 1936. Headquarters, 
sessions, and exhibit: Casa del Rey 
Hotel. LeRoy Smith, manager, 417 
Market St., San Francisco, Cal. 


First International Housewares 
Show, Chicago, January, 1936. Spon- 
sored by and held in the Merchan- 
dise Mart, concurrently with the 
Furniture, Lamp, Floor Covering, 
Curtain—Drapery, and Glassware, 
China and Pottery Markets. 


Illinois Retail Hardware Associa- 
tion 39th Annual Convention and 
Exhibit, Peoria, Ill., Feb. 4 to 6 
inclusive, 1936. Exhibit: State 
Armory. Headquarters: Pere Mar- 
quette Hotel. C. G. Gilbert, secre- 
tary, 1155 Merchandise Mart, Chi- 
cago, Ill. 


Indiana Retail Hardware Associ- 
ation Annual Convention and Ex- 
position, Indianapolis, Ind., Jan. 28 
to 31, inclusive, 1936. Sessions and 
Exposition; Murat Temple. Head- 
quarters: Lincoln Hotel. G. F. 
Sheely, managing director, 130 E. 
Washington Bldg., Indianapolis, 
Ind. , 


Iowa Retail Hardware Association 
38th Annual Convention and Ex- 
hibition, Des Moines, Iowa, Feb. 11 
to 14 inclusive, 1936. Headquarters 
and business sessions: Hotel Savery. 
Exhibit: Coliseum. Philip R. Jacob- 


son, secretary, Mason City, Iowa. 


Kentucky Hardware and Imple- 
ment Association Annual Conven- 
tion and Exhibition, Louisville, Ky., 
Jan. 21 to 23 inclusive, 1936. Head- 
quarters, business session and ex- 
hibit: Seelbach Hotel. J. M. Stone, 
Room 9, Seelbach Hotel, Louisville. 


Michigan Retail Hardware Asso- 
ciation Annual Convention and Ex- 
hibition, Detroit, Mich., Feb. 11 to 
15 inclusive, 1936. Headquarters: 
Statler Hotel. Business sessions and 
exhibit: Masonic Temple. Harold 
W. Bervig, secretary, 1112 Olds 
Tower Bldg., Lansing, Mich. 


CONVENTION CALENDAR 


Minnesota Retail Hardware As- 
sociation 40th Annual Convention 
and Exhibition, Minneapolis, Minn., 
Jan. 21 to 24, inclusive, 1936. Ses- 
sions and exhibit: Municipal Audi- 
torium. C. J. Christopher, manager- 
treasurer, Nicollet and 24th Sts., 
Minneapolis, Minn. 


Missouri Retail Hardware Asso- 
ciation 38th Annual Convention and 
Exhibition, St. Louis, Mo., Feb. 18 
to 20 inclusive, 1936. Headquarters, 
exhibition, and sessions, New Jef- 
ferson Hotel. F. X. Becherer, sec- 
retary, 2861 Gravois Ave., St. Louis. 


Mountain States Hardware and 
Implement Association 34th Annual 
Convention, Denver, Colo., Jan. 20 
to 22 inclusive, 1936. Headquarters 
and sessions: Cosmopolitan Hotel. 
John T. Bartlett, secretary, 2005 
Mapleton Ave., Boulder, Colo. 


National House Furnishing Ex- 
hibit, 9th Annual, Chicago, Jan. 5 
to 11 inclusive, 1936. Headquarters 
and exhibition: Stevens Hotel. 
Under auspices of National House 
Furnishing Manufacturers  Assn., 
Inc., 228 N. La Salle St., Chi- 


cago, Ill. 


National Sporting Goods Distrib- 
utors Association 6th Annual Con- 
vention, Cleveland, Ohio, Jan. 19 
and 20, 1936. R. L. Kroesen, presi- 
dent, 1909 E. 13th St., Cleveland, 
Ohio. 


Nebraska Retail Hardware Asso- 
ciation 35th Annual Convention, 
Lincoln, Neb., Feb. 4 to 6 inclusive, 
1936. Headquarters and sessions: 
Cornhusker Hotel. George H. Dietz, 
secretary, 414 Little Bldg., Lincoln, 
Neb. 


New England Hardware Dealers 
Association 43rd Annual Convention 
and Exhibition, Hotel Statler, Bos- 
ton, Mass., March 11 to 13 inclusive, 
1936. G. C. Small, secretary, 140 
Federal St., Boston, Mass. 


New York State Retail Hardware 
Association 34th Annual Convention 
and Exposition. Headquarters and 
business sessions at Hotel Syracuse, 
and Exposition at State Armory, 
Syracuse, N. Y., Feb. 11 to 14 in- 
clusive, 1936. John B. Foley, secre- 
tary, 510 Hills Bldg., Syracuse, 
N. ¥. 


North Coast Hardware and Im- 
‘(Continued on page 76) 
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WHILE THEY LAST.. 
Genuine DULUTH #mep 66 || PARDON MY EXCITEMENT/ 


Nail Bin Counters 


F.0.B. 
DULUTH 


ts 


aya" 


: 
5. 
S. 
« 


Wa 
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LINOLEUM TOP—SOLID OAK— 
STEEL BINS 


The same famous Duluth Steel Drawer Nail Counter that 
formerly sold for $135.00. Each drawer holds 120 pounds 
of average size nails. Exterior finished in medium oak with 
the durable smooth brown linoleum top. Only a limited 
number in stock to be sold at this price. All orders sub- 
ject to previous sale. (Terms net 30 days, 2% 10 days or 
5% for cash with order.) Holds twenty-seven sizes of nails 


and each drawer fitted with label holder. All drawers of BUT LET'S LOOK AT THAT 
eavy copper bearing galvanized steel. " 
DULUTH SHOW CASE COMPANY CIBSON s6Rerriceparor FIRST/ 


Duluth Minnesota 




















PHOENIX JUNIATA 


“PHOENIX MEANS QUALITY” 


HORSE AND MULE SHOES 





“THE SHOE WITH THE REPUTATION” 


HORSE AND MULE SHOES 












Sport Shoes for Trotters, Pacers, 
Runners, Pole Ponies and Saddle 
Horses 


Powers Rubber Bar Shoe 
Made Also in Open Style 


BULLDOG, JUNIATA, SWEETS and 
AMERICAN CALKS 


Sold on an Established Policy Through Regular 





Trade Channels 
PHOENIX MANUFACTURING COMPANY 
Chicago, Ill, Successors to Phoenia Horse Shoe Co. Catasauqua, Pa. 
Complete. Line. ef Loan Hooks “Our products are are Ad agag States of America by Mighen Grade _Drop Forged 


LARGEST MANUFACTURERS OF HORSE AND MULE SHOES AND CALKS IN THE WORLD | 
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MR. 
RETAILER :- 
Watch; 


—for coming 
advertising 
in space 
carrying this 
border; 

—announcing 
merchandise 
produced with 
probably the 
country’s greatest 
length of 
experience; 

—by a factory with 
only 1/10 of 1% 
credit losses for 
all last year, 
thus eliminating 
the customary 
high credit loss 
cost factor from 
our final prices 
to you; 















@ is merely the transmission of 
© the intentions and purposes 
© of the management through 


@ the staff te the customers 
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Convention Calendar 


(Continued from page 74) 


plement Association Annual Con- 
vention, Seattle, Wash., Jan. 31 and 
Feb. 1, 1936. Headquarters and ses- 
sions: Olympic Hotel. Ray Cava- 
naugh, secretary, 1148 Pacific Ave., 
Tacoma, Wash. 


North Dakota Retail Hardware 
Association Annual Convention and 
Exhibit, War Memorial Bldg., 
Devils Lake, N. D., Feb. 4 to 6 in- 
clusive, 1936. Louis J. Thompson, 
secretary, 21 Clifford Bldg., Grand 
Forks, N. D. 


Ohio Hardware Association 44th 
Annual Convention and Exhibition, 
Cincinnati, Ohio, Feb. 18 to 21 in- 
clusive, 1936. Business sessions, 
headquarters, and exhibition: Neth- 
erland Plaza Hotel. John B. Conk- 
lin, secretary, 175 S. High St., 
Columbus, Ohio. 


Oklahoma Hardware and Imple- 
ment Association 33rd Annual Con- 
vention and Exhibition, Oklahoma 
City, Okla., Jan. 28 to 30 inclusive, 
1936. Sessions and exhibit: Ma- 
sonic Temple. Chas. F. Nelson, 
secretary, 301 Key Bldg., Oklahoma 
City, Okla. 


Panhandle Hardware and Imple- 
ment Association Annual Conven- 
tion, Amarillo, Tex., Feb. 3 to 5 in- 
clusive, 1936. C. L. Thompson, sec- 
retary, Canyon, Tex. 


Pennsylvania and Atlantic Sea- 
board Hardware Association Annual 
Convention and Exhibition, Balti- 
more, Md., Feb. 24 to 28 inclusive, 
1936. Sessions and exhibition: 5th 
Regiment Armory. Hotel Headquar- 
ters and Entertainment: Lord Balti- 
more Hotel. W. Glenn Pearce, 
managing director, 400 N. Broad St., 
Philadelphia, Pa. 


Southern California Retail Hard- 
ware Association Annual Conven- 
tion and Exhibition, Los Angeles, 
Cal., Feb. 11 to 13 inclusive, 1936. 
Headquarters, sessions and exhibit: 
Ambassador Hotel. J. V. Guilfoyle, 
managing director, 1122 Pacific Na- 
tional Bldg., Los Angeles, Cal. 


South Dakota Retail Hardware 
Association 3lst Annual Convention 
and Exhibition, Sioux Falls, S. D., 
Jan. 28 to 30 inclusive, 1936. Ses- 
sions and exhibition: Coliseum. C. 
J. Christopher, manager-treasurer, 
Nicollet and 24th Sts., Minneapolis, 
Minn. 


Southeastern Retail Hardware and 


Implement Association 22nd Annual 
Convention and Exposition, City 
Auditorium, Atlanta, Ga., May 19 
to 21 inclusive, 1936. H. M. Sim- 
mons, secretary, 317 Ten Forsyth 
Street Bldg., Atlanta, Ga. 


Texas Hardware and Implement 
Association 38th Annual Conven- 
tion, Hotel Adolphus, Dallas, Tex., 
Jan. 21 to 23 inclusive, 1936. Dan 
Scoates, secretary, College Station, 
Tex. 


The Hardware Association of the 
Carolinas Annual Convention, 
Charleston, S. C., June 9 to 11 inclu- 
sive, 1936. Headquarters and ses- 
sions: Francis Marion Hotel. Arthur 
R. Craig, secretary, 803 Commercial 
Bank Bldg., Charlotte, N. C. 


Virginia Retail Hardware Associa- 
tion Annual Convention, Richmond, 
Va., Feb. 18 and 19, 1936. Head- 
quarters and sessions: John Mar- 
shall Hotel. Thomas B. Howell, sec- 
retary, 602 E. Broad St., Richmond, 
Va. 


Western Retail Implement and 
Hardware Association 47th Annual 
Convention and Exhibition, Kansas 
City, Mo., Jan. 14 to 16 inclusive, 
1936. Herbert J. Hodge, secretary, 
Abilene, Kan. 


West Virginia Hardware Associa- 
tion Annual Convention, Greenbrier 
Hotel, White Sulphur Springs,: W. 
Va., Jan. 20 and 21, 1936. H. B. 
Clower, secretary, Oak Hill, W. Va. 


Wisconsin Retail Hardware Asso- 
ciation 40th Annual Convention and 
Exhibition, Milwaukee, Wis., Feb. 
4 to 7 inclusive, 1936. Business ses- 
sions and exhibit: Milwaukee Audi- 
torium. George W. Kornely, ex- 
hibit manager, 3374 N. Green Bay 
Ave., Milwaukee, Wis. H. A. Lewis, 
executive secretary, Stevens Point, 


Wis. 





Minnow Harness 


This Minnow Harness manufactured 
by the Bait Division of the Superior 
Door Catch Co., Superior, Wis., is said 
to keep minnows alive indefinitely. No 
hooks enter body. It is claimed that 
it prevents loss of bait. Cadmium 
plated and rustproof. Suggested retail 
selling price is 35c each; with spinner, 
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They Go Like Hot Cakes 
at CHRISTMAS TIME 


for 10c each. Order from 
your Jobber .. Assortment No. 4410. 


AKCADEss TAYS 


ARCADE MFG. CO., FREEPORT, ILL. 








NEW 


A Startling 
Value! 


NEW 
MAILMASTER 


Artistic Design— 
Quality Construction 
—Popular Price 
Within Reach of Ten 
Million Home 
Owners 







Mall- 
Master 
No. 128 





The new MAILMASTER retails at 65 cents or less and 
looks worth a dollar. Its artistic and striking design 
will irresistibly attract buyers’ eyes. 

Half the mail boxes in America should be replaced. 
They’re either out-moded styles, rusted through, or so 
cheap looking and unsightly that they become an eye- 
sore when compared to the new MAILMASTER. 

Features: Modern decorative design; door hinged at 
top, closes of its own weight; cover protects mail against 
snow or rain; serrated slot guard prevents pilfering. 

Write today and be the first to display this new, quick- 
selling mail box. 


PATENT NOVELTY COMPANY 
305 Eighth Avenue 
Fulton, Illinois 
POLLY PRIM DUST PANS JUMBO FIRE SHOVELS 
POLLY PRIM RECIPE CABINETS carvan ph 
POLLYANNA DUST PANS LINE 
















for ALL Types of 
LADDERS 


Rich ladders are outstanding in qual- 
ity, and the line is complete from the 
— to the largest sizes. The Rich 
ine includes Fruit Pickers’ Ladders, 
Platform Ladders, Sectional Ladders, 
Window Cleaning Ladders, Paper- 
hangers’ and Decorators’ Rodded 
Ladders, Scaffolding, Trestles, Adjust- 
able Scaffold Jacks, Step Stools and 
every other type and size of ladder 
your trade might call for. For both 
regular and unusual types of ladders, 
turn to RICH. Better quality—better 
values—always. Rich ladders win cus- 
tomer preference because they are 
unequalled for safety, durability and 
light weight. 


Prompt Shipments 
Large stocks of RICH Ladders at con- 
veniently located shipping centers, to- 
gether with modern manufacturing 
methods and great plant capacity as- 
sure prompt service on all orders. 


Other RICH Specialties 


etna: Tables—Clothes Props— 
Wash Boards, etc. 


Ask your jobber. Write 
us for complete catalog. 


\"§ The Rich Pump & Ladder Co. 
1028 Depot St., Cincinnati, Ohio 

















A FINE XMAS SELLER 


It’s new and a real profit maker. Feature it in your 
window and store display. Nationally advertised. 


A demonstration sells it. 


Quicker, Better Jobs 


The Handee does away with slow hand 
work. Grinds, routs, drills, carves, saws, 
sharpens, cuts, polishes, engraves—uses 
200 different accessories. For use at 
home, in shop or take to job. Weighs 1 
pound. 13,000 r.p.m. 110 volts AC or 
DC. Sells for $10.75 and up. (3 Wheel 
Shapes Free). 






TOOL OF 


100! 
USES! 





Revolutionary Performance 







Plug In Any 
Light Socket 


new BeLoue MODEL! 













SEND FOR 





Sree BOOKLET 
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For constant service. Nothing else like this easy-to- 
handle production tool for saving time and labor. 
Fastest, smoothest, most powerful tool for its type 

and weight (12 oz.). 6” long, 154” diameter. 25,000 
* r.p.m. Sells for $18.50. (6 Wheel Shapes 
Free.) 


DEALERS—write for discounts and our special 


offer to place in your hands a Demonstrator Outfit. 


= CHICAGO WHEEL & MFG. CO. 


1102 W. Monroe Street 
CHICAGO, ILLINOIS 








77 





Equipment 
For Added 
Counter 





This assembly utilizes our No. 1069S Slanting 
Metal Brackets 18%” high, a wood shelf 10” to 
14” wide, length to suit your purpose—and 
glass bins using our No. 5CF nickel corner 
splicers for 2!” banding glass—our No. 7 di- 
vider holders for divider glass. 


Our No. 3 AS bin ticket holders are used for 
price marking. 


Write today for quotations on these items. 


Reflector - Hardware 


Corporation 
Western Ave. at 22nd Place - Chicago 
1328 Broadway - New York 














Cortland 
Gray-Wick hig Cloth 


~ "3 One of the best 
a selling screen 
cloths ever pro- 
duced. Popular 
with thousands 
of home own- 
ers. Cortland 
Gray-Wick is al- 
ways 


Made From 
OPEN HEARTH 
Copper-Bearing-Steel 


-011 gauge wire used both 
ways. Has a pleasing dull gal- 
vanized finish. Electro zinc 
coated and enameled with a 
pigmented varnish — double 
protection against corrosion. 









We Control 


Every Operation 


From raw material to finished product. 24 
to 48 in. widths, double selvage. Individual 
fibre cartons. 


Ask your Jobber for Prices 
STEEL PRODUCTS 
“NATURAL GAS now used 


in our fur- 
maces produces very low sulphur steel which, 
pt with a copper alloy. reduces cor- 


CORTLAND, N. Y, 
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Who Makes It? 


Information regarding sources of supply as provided readers 
ef Hardware Age by the Who Makes It? editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
26, 1935. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


tion or issue. 


PHILADELPHIA, Pa.: Advise name 
and address of the manufacturer of 
Valdura paint.—Murta, Appleton & 
Co. 

ANSWER: American Asphalt 
Paint Co., 43 E. Ohio St., Chicago, 
Ill. 


+ & <@ 


Wuson, N. C.: Where can we 
buy a plate glass cover to be used on 
a pickle barrel?—Dildy Hardware 
& Roofing Co. ? 

ANSWER: Co-operative Flint 
Glass Co., Beaver Falls, Pa., and 
Bertels Metal Ware Co., Kingston, 
Pa. 


e* @ @ 


San Francisco, Cat.: Where can 
repairs for Holland gas engines be 
obtained?—Dunham, Carrigan & 
Hayden Co. 

ANSWER: Service Machinery & 
Supply Co., Holland, Mich. 


* %*& 


Brockton, Mass.: Where can 
we get small cuts or mats of hard- 
ware items for use in newspaper ad- 
vertising?—A. I. Task Co., Ina 

ANSWER: Cobb Shinn, 40 Jack- 
son Place, Indianapolis, Ind., and 
Vincent Edwards & Co., 342 Madi- 
son Ave., New York City. 

* * * 


St. AucustinE, Fita.: Who makes 
the Rex tall jumbo cannon stove? — 
Builders Service Co. 

ANSWER: Hanks Stove & Range 
Co., Rome, Ga. 


* & ¢ 


SHAWANO, Wis.: Provide name 
and address of the manufacturer. of 
the Olympic, 20 ga., double barrel 
shot gun.—Farmers Hardware Co., 
Inc. 

ANSWER: This is a special brand 
of the Morley-Murphy Co., whole- 
sale hardware, Green Bay, Wis. 

* # «# 


Hutcuinson, Kan.: Who makes 
the No. 6, bottom pour, melting 





ladle?—The Frank Colladay Hard- 
ware Co. 


ANSWER: Rowell Mfg. Co., Ap- 
pleton, Wis. 

* * * 

New York City: Furnish names 
and addresses of the manufacturers 
of the following insecticides: (1) 
Cynogas ant killer; (2) Wilson A. 
K., and (3) Scalecide—Loring 
Lane Co. 

ANSWER: (1) American Cyana- 
mid & Chemical Corp., 30 Rocke- 
feller Plaza, New York City. (2) 
Andrew Wilson, Inc., Springfield, 
N. J. (3) B. G. Pratt Co. 50 
Church St., New York City. 


a & ¢ 


CamBrRIDGE, Mp.: Who makes wire 
products marked S. W. & M.?—The 
Herbert Hearn Hardware Co. 

ANSWER: Seneca Wire & Mfg. 
Co., Fostoria, Ohio. 

* * * 

Mason, Micu.: Provide name and 
address of the manufacturer of the 
Hartley force pump.—Mason Plumb- 
ing & Heating Co. 

ANSWER: C. J. Hartley Co., 
Peoria, Il. 
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it’s Easy to Sell 
Every Gun Owner 
HOPPE’S No. 9 





PRACTICALLY every shooter needs this 
famous solvent, to remove gun bore 
leading or metal fouling, and prevent 
rust. Using Hoppe’s No. 9 is a habit with 
steady shooters, making Hoppe’s an all 
season seller. . . . Right now, sell Hoppe’s 
No. 9 to every hunter customer. 


HOPPE’S — 
Lubricat leaning 
~~ PATCHES 


Specially refined Convenient, ready- 
for gun actions. cut discs of se- 
Pure, penetrating. lected, soft clean 
Won’t gum. Keeps canton flannel. 
actions lively. Right texture and 
Cleans. Polishes. size. In dust-proof 
Prevents rust. cartons. 5 round 
oz. can 30¢ retail. sizes, also shotgun 
1 oz. can 15¢. strips. 25¢ retail. 


Your Jobber Carries Hoppe Products 
HOPPE’S Gun Cleaning PACK 
fectuthing > gun care on hunting trips. 1 bottle 
No. 1 Oil. 1 tube Gun Grease. a 


, ae Guide. All in convenient carton. 
tails for $1, complete. 










Free Gun Cleaning Guides 
Get a supply and get them into your 
customer’s hands. Write us for a sup- 
ply of these booklets NOW. 








FRANK A. HOPPE, Inc. 
2314-A No. 8th St., Philadelphia, Pa. 
NEW YORK: Ed. W. Simon Co., Inc., 302 B’way 
LOS ANGELES: H. L. Bowlds, 108 West 2nd St. 





SETS THE STANDARD 


FOR 


BLOTORCH PERFORMANCE 


Dealers are making better profits on Turner Blotorches 


because they are easier to sell and make satisfied customers. 


The Turner line offers a wide 
selection in size, type and price 
range — there are Turner Blo- 
torches for home use, laboratory, 
farm, repair shops, electricians, 


plumbers and master mechanics. 


Every Turner Blotorch, regard- 


less of size or price, is carefully 





made of the best materials and is 


No. 150—One of Tur- 
ner’s fastest selling 
Blotorches. Attractive 
and efficient, list 
$3.60. 


individually fire tested before it 


leaves our factory. 
Your jobber can supply you. Specify Turner! 


4 be oe (l., 0. S.A. BRASSWORKS ) 


Makers of Plumbers and Tinners Firepots, Camp Stoves, Lanterns 
and other gasoline burning appliances. 














BELT LACIN® 


) 


STEEL ' 


Alligator Steel Belt Lacing “Never 

Lets Go.” The most universally used 

belt lacing on earth. Supplied in steel, 

“Monel Metal,” and alloys in eleven sizes 

for belts up to % in. Standard boxes, 
“Handy Packages,” and long lengths. 


Not sold by any mail order companies 
under its own or any other name. Specify 
“Genuine Alligator Steel Belt Lacing.” 
Order through your jobber. 

Sole Manufacturers 


FLEXIBLE STEEL LACING CO. 
4616 Lexington Street, Chicago 
In England at 135 Finsbury Pavement, London, BE. C. 2 
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Labor Saving 


Bores Any Arc 


of a Circle 


Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 

Send fer Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


FORSTNER 
AUGER BIT 


73 











GLASS CUTTER EASEL DISPLAY 
Wheels Sealed In Oil 


An eye compelling new display that 
will sell more Red Devil Glass Cut- 
ters for you. Takes glass cutters 
out of closed boxes to sell on sight. 
The wheels are sealed in oil, by 
transparent, air-tight caps. 


LANDON P. SMITH, Inc. 


IRVINGTON, N. J.,U. S. A. 






















Customer 
Takes a 
Package— 
Another 
Slides 
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This Display Sells Tape 


tbe New Slipknot All-Metal 
Automatic Salesman, with 
Stock Bin, holds 48 rolls assorted 
of fast selling Friction Tape, to 
retail at 5, 10, 20 and 35 cts. per 
roll, This tape is extra adhesive 
—can’t dry out—has greater ten- 
sile strength—edges can’t ravel. 
Will double and treble your tape 
sales. 

Also SLIPKNOT Double Wear 
RUBBER SOLES on Colored 
Cards with Cement. Finest qual- 
ity rubber. All sizes. Sold through 
Jobbers. Write for details to— 


PLYMOUTH RUBBER COMPANY, Inc. 
Largest Rubberizers of Cloth in the World 
100-200 Revere St. CANTON, MASS. 














Just Among Ourselves 


(Continued from page 25) 


who said: “At the present rate of 
spending, the American people 
will soon owe their Government 
34,000 million dollars, which is 
equivalent to $272 per capita, or 
about $1,000 per family. Appar- 
ently few people in this country 
are conscious of the fact that the 
Government of the United States 
of America alone has an average 
first mortgage of $1,000 on every 
American farm and home in the 
land. Nevertheless, this is the 
case.” 


Every 19 Minutes— 


A graphic presentation of public 
spending is told in a display in an 
unoccupied Philadelphia theatre. 
Two lights and a gong tell the 
story. One light flashing practi- 
cally all the time represented gov- 
ernment spending of $928. A 
second light flashed every five 
minutes indicating that govern- 
ment had spent $294,696 and 
EVERY 19 MINUTES a gong 
rang announcing that the Govern- 
ment had spent another MILLION 
DOLLARS. This story needs no 
explanation and no elaboration. 
Add to this the statements of State 
Tax Commissioner Lang (Mass.) 
and Newton D. Baker, former 
Secretary of the Treasury, who on 
separate occasions declared that 
out of every dollar spent at retail 
20 cents is taken up by taxes’and 
you have a further and startling 
reason for becoming seriously 
interested in taxation and govern- 
mental extravagance. Every hard- 
ware store in the country could 
feature, in the public interest, a 
window display bringing out these 
facts. The electrically timed flash- 
ing lights and gong are easily 
rigged up with the help of any 
local electrician and your regular 
sign painter could produce the 
explanatory cards for these lights 
and the gong, adding a sign about 
the “20 cents out of every dollar 
spent at retail”. 


Varying Estimates— 


While none of these students 
and authorities agree on their re- 


spective estimates of taxes and 
income for 1935, it must be re- 
membered that their figures were 
made available at different times 
during the past six months. The 
amazing and reckless rapidity with 
which new ideas are developed for 
raising tax monies and spending 
public monies not yet collected 
makes it difficult for the same man 
to have the same estimate for more 
than a few days. Take the smallest 
adverse estimate, if you will, and 
the story continues startling, stag- 
gering and alarming. Nothing 
short of an overwhelming, articu- 
late, awakened citizenry can stem 
this tide of wanton public extrava- 
gance. Congress will be meeting 
soon. Facing reelection problems, 
its members will be sensitive to 
the demands of voters and will be 
governed accordingly in appropri- 
ations and tax levies. 


Retailer’s Opportunity— 


Meeting the public constantly, 
the retailers of this country are in 
an enviable position to drive home 
the facts about taxes and public 
spending and to help bring about 
a curb on such uneconomic prac- 
tices. There need be no squeam- 
ishness in the fear that such a pro- 
gram is playing partisan politics, 
an admittedly dangerous procedure 
for any retailer. For partisan 
politics is not a factor, nor is either 
major political party innocent, nor 
has it been for several administra- 
tions. There has been a marked 
trend toward increasing taxation 
and public spending which has 
known no party lines or barriers 
and along that battle line it is a 
fight of vital concern to every 
business man and to every citizen. 
A halt must be called and there is 
certainly no time like the present 
to get started. The next Congress 
should feel the temper of the 
American public to which it is 
beholden. Government should and 
must be for the people, not the 
people for government. 
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TWo-- 
TRIGGER 


Gibbs =: 


with its escape-proof Leg and Body Grip was an original 
Gibbs creation and has proved to be the World’s most effi- 
cient and most successful Trap for Trapping Muskrat and 
Mink. As yet, there is no substitute matching Gibbs 
Two-Trigger efficiency. 
Merchants who stock and display Gibbs Two-Trigger 
Traps enjoy profitable sales, plus consumer satisfaction, 
plus store prestige for selecting quality merchandise. 
FLAT STEEL 
JAW 








No. 1920 Gibbs we Selaaee 


May we send you complete catalog illustrating and de- 
scribing the most complete line of traps and trapping ap- 
pliances obtainable. 


W. A. GIBBS & SON, INC. 


250 PRICE ST. CHESTER, PENNA, 
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DULUTH OPEN TOP DISPLAY TABLES 


Regular oak finished display tables, standard size with solid 
oak rub rails. The same table that thousands of hardware 
dealers bought for $23.00 to $30.00. 

Seven feet long by 30 inches wide inside the rim; 36 inches 
high to top of rail. 

Orders subject to previous sale. Terms 2% 10 days, net 30 
days or less 5% for cash with order. 

These are regular stock, genuine Duluth Tables. Part of 
the lot has open front and part has the center shelf run- 
ning thru from front to back. A real chance to buy quality 
equipment at considerably less than cost to manufacture. 


DULUTH SHOW CASE COMPANY 


Duluth Minnesota 




















‘““BRUSHES are 
Clicking FINE!’’ 


HE SELLS Brushes by Baker - the line that sells itself to all 
who paint! @ QUALITY! - Handsome store Display - Baker 
Policy straight thru + has relieved this Dealer of all selling 
detail and he passes on to departmental duties elsewhere. 
@ THIS COULD BE YOU! for Baker Standards rapidly im- 


Speccd dua les 


FOR BRUSH 


DEPARTMENTS 
it th i in minds + Baker trademarks 


6) &) 5) &) are a constant reminder of Quality. @ SELF- 
$ and re-orders become a routine! That’s why Brushes 


REG. U.S. PAT. OFF, 





by Boker are- 
Fundamentally yours 


baker brush C0.in 


87 GRAND STREET @ NEW YORK 
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SHERMAN 





FIG. 111 





Air Nozzle Made of 
High Grade Bronze 


§MPLE—no complicated parts 
to get out of order. Prac- 
tical—valve construction assures 
tight joints without regrinding. 
Serviceable—discs give long 
wear and are easily renewed. 
Convenient—note the handy 
Bronze Lever Handle which 
affords exceptional convenience 
in operating. '/ in. and ¥% in. 
1. P. thread, weight about 9 oz. 
each. 6in carton. These splendid 
features make it a steady profit- 
able seller. 


Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICH. 











ARMSTRONG 


























Drop Forged 
WRENCHES 


Each ‘year establishes more 
definitely ARMSTRONG 
leadership in the quality 
wrench fleld—leadership in 
designs, in quality and rep- 
utation. 


Made in 50 types, in all 
sizes, of special high-car- 
bon and of chrome-vanadium 
steels; and coming on at- 
tractive stock display boards 
or in matched sets for every 
conceivable use; widely and 
consistently advertised and 
known to tool buyers every- 
where; with standardized 
prices and uniform dis- 
counts the country over; 
ARMSTRONG WRENCHES 
are today’s most outstanding 
wrench line—are 


the line to sell. 
Write for 
B-35. 





Armstrong Bros. Tool Co. 

“The Tool Holder People” 
ane A Franeisee Ave., CHICAGO, U.S.A. 
York Sales Office: 109 Lafayette St. 
























Reading from left to right are: Mrs. Phil Maxheimer; Wm. A. Jack, vice-presi- 


dent, Isaac Walker Hdwe. Co.; Charles Ginochhio, salesman for Isaac 


W alker 


Hdwe. Co., and C. F. Schafer, C. F. Schafer Hardware Co., Mt. Pulaski, Iil. 


Altorfer Bros. Co. Awards An ABC 
Farm Washer In A Weekly 
Radio Contest 


RS. RALPH PHILLIPS, 

JR., of Hoopestown, IIL, 

was the first winner of an 
ABC farm washer equipped with 
Johnson Iron Horse gasoline en- 
gine, in a weekly radio contest con- 
ducted by Altorfer Bros. Co., Peoria, 
Ill. Her letter, stating why she 
needed an ABC washer, in the opin- 
ion of the judges, was the best re- 
ceived. Similar awards have been 
made each week since September 19, 
the most recent being Mrs. Phil 
Maxheimer, Mt. Pulaski, Ill. 

Contestants are no longer re- 
quired to write a letter. A special 
entry blank is used and all that is 
required is to fill out the blank. 
One good reason on “Why I Want 
to Own an ABC Farm Washer” in 
as few or as many words as he or 
she chooses must be given on the 
blank. The contest is strictly on a 
merit basis. 

These contests are proving very 
popular. Thousands of letters are 
received each week from farm 
women in the Middle West. 

The presentation to Mrs. Miller 
was made through the firm’s dis- 


tributors, the Isaac Walker Hard- 
ware Co. of Peoria, and a dealer, 
the Nelson Hardware Co. of Hoopes- 
town. There were from 200 to 300 
people present when the washer was 
awarded at the Nelson store. 

The Nelson store, which is oper- 
ated by F. W. Nelson and his son. 





Reading from left to right are: Mrs. 
Ralph Phillips, Jr.; Ernie Newton, 
WLS staff man; Wm. A. Jack, vice- 
president, Isaac Walker Hdwe. Co.; 
Tommie Tanner, entertainer for WLS; 
William Nelson and F. W. Nelson, of 
the Nelson Hardware Store. 
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TRAPS WITH TURNOVER 


VICTOR MOUSE and RAT TRAPS se ttmceee, 
STEEL TRAPS Now with color—Victor and 


Holdfast Mouse and Rat Traps. 
Attract the customer's attention, 
reminding him to take some home. 
Increased sales already noticed. | 
Also packed in the new colorful | 
box for counter display and more 


ee ae 





Designed to catch 
the animal, not clip 
his toes. Oneida 
Victor and Oneida 
Jump Traps are favorites with trappers everywhere. 
Sound value at quick selling price with good profit Qdh.denee cates Vane ehabensins 

for you. Order from your wholesaler. will supply you. Hi fil 


ANIMAL TRAP COMPANY OF AMERICA esi 


The world's old2st and largest Manufacturers of Animal Traps 


LITITZ PA. & NIAGARA FALLS, ONT. 


CASH IN NOW 


on the New 


BROWNIE 
™ ALL-WAVE 
Ny ANTENNA 


é aN 











ANIMAL 
ma 








urn, 
Ls 


<<<<<< 























Today the craze 
in radio is short wave. 
. eed omneuenias are vires 
the new all-wave radios. Most of them 
rs ie are disappointed in results, because they lack 
TOCKS of Star “Moly” hack saw blades a really good antenna. CASH IN on the tremendous market. Sell 
gather no dust on your shelves—nor on the | the Brownie All-Wave Antenna. There’s a real profit for the 
shelves of your customers. Larger turnover dealer on every Brownie sold. And you'll be making real friends 
| fits. Outsell b uses auth too. The Brownie All-Wave Antenna has been tested repeatedly. 
means larger protits. Wutsell because they These tests proved the Brownie to be unsurpassed in quality 
class—both hand and power. and performance. 
Sold only through Hardware and Mill Supply USES BALANCED DOUBLET SYSTEM 


Distributors—all leading distributors stock Stars. The Brownie is made by an old line manufacturer in the elec- 
trical field. It is constructed on the Balanced Doublet System 
with a new type, a matching transformer, and comes 
complete with quality parts for a quick, easy installation. 


Backed by a national advertising campaign starting soon in 

















4 aaa. the Saturday Evening Post and Colliers, the Brownie will soon 
s become one of your best profit items. Write for details of our 
CLEMSON BROS. =< $0ec. attractive, money-making offer. 
ao MIDDLETOWN, N. Y. PORCELAIN PRODUCTS, INC. Dept.C FINDLAY, OHIO 
@ 0004 
_____________________________ } 
View of Speedy Paint Sprayer No. 850 in work- ELECTRIC 
shop of the Model Home of America, Atlantic City. COMPRESSOR 
Professional type electric spray equipment listing OUTFITS 
as low as $20 and $14. Others $5.00 and up. Auto 
power sprayers list from $2.60 up. Speedy sprayers LIST AS LOW AS 


are professional type for all general painting, var- 


nishing, etc. Low cost makes selling easy. Built $20 and S14 


right for long life. 








Dealers: Write for complete details, prices and COMPLETE 
discounts. (without motor) 
W. R. BROWN COMPANY - = 2014 N. Major Ave. - CHICAGO 
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The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


| ARTHUR R. ROBERTSON 
Sele Manufacturer 
896 Atlantic Ave., Boston, Mass. 











Horse & Mule 
Shoes 
Hand puddied 


bar iron and 
iron rivets 


BURDEN IRON COMPANY 
TROY, N. Y. 
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Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 





Derby, Conn., U. S. A. 











CM WA/L 
CLIPPERS 


The “Gem Junior” 


An eye-pleasing streamline 
clipper with keen, hardened 
cutting jaws and_ efficient 
file and cleaner. Colorful 
counter card displays one, 
stores eleven. Retail, 25¢. 
At jobbers’. Send for cata- 
log price sheet. 


The H. C. Cook Co. 


Ansonia, Conn. 


‘ 











William Nelson, has been successful 
with the sales of washers in its ter- 
ritory. The method is to load some 
washers onto a truck, drive out into 
the country and call on farmers un- 
til they find one where they may 
leave the washer for demonstration 
purposes. They return in a day or 
so—whenever it is convenient to 


the housewife—and help with her 
washing. “This generally results 
in a sale,” states Mr. Nelson, “if 
the farmer is at all able to buy.” 

According to Mr. Nelson, the 
greatest need of the small town 
hardware dealer, without proper 
bank connection, is a financial plan 
for financing appliance sales. 





Manufacturers & Supply - 
Distributors Meeting 


(Continued from page 62) 


ing in size and importance and that 
it behooved manufacturers to win 
additional members, who can sub- 
scribe to the program of selling 
their products through distributors. 
He also stated that the budget for 
the coming year would be sufficient 
to take care of additional zone 
meetings and promote a more active 
program in the field. 

In discussing the subject of mis- 
sionary men, G. U. Hatch, Millers 
Falls Co., made a constructive series 
of statements concerning the manu- 
facturers’ views regarding distribu- 
tors’ use of missionary men. He 
stated that one of the important ac- 
tivities of the distributor, after a 
visit of the missionary man, was to 
have that distributor buy a stock 
order of the items which the mis- 
sionary man had gone out to in- 
troduce and assist in selling. 

Mr. Hatch also stressed the need 
for distributors planning the mis- 
sionary man’s work in advance, thus 
utilizing him to the fullest degree. 
He also stressed the importance of 
having a selling organization of the 
distributor follow up actively’ the 
visit of the missionary man to cer- 
tain industrials. He felt that dis- 
tributors were placing too much 
attention to buying and too little 
attention to selling. 


In the discussion which followed, 
distributors recognized the need for 
missionary work and for the proper 
planning of the visits of missionary 
men and the employing of a high 
grade and talented sales manager. 

Another subject informally pre- 
sented was that of quantity dis- 
counts. It was pointed out by many 
manufacturers in attendance that 
when quantity discounts are avail- 
able, price cutting is done and por- 
tions of the quantity discounts are 
given away. 

It was also pointed out that sales 
potentials in different territories vary 
to such a degree that it would be 
unfair to give one distributor one 
quantity discount where the poten- 
tial was large and in a territory 
where the potential was lower, yet 
the same urgent sales effort was 
offered by the distributor, to have 
him penalized because of the lack 
of the potential in his territory. 

D. W. Northup of the Henry G. 
Thompson and Son Co., New Haven, 
Conn., presided over the New Haven 
meeting, and Arthur C. Kingston of 
the Boston Woven Hose & Rubber 
Co., Cambridge, Mass., acted as 
chairman of the Boston meeting. 
It was largely due to their efforts 
that the meetings were so success- 
ful. Additional meetings are being 
planned for the future. 





Improved Packages 
For Norton Abrasives 


In order to gain the greatest con- 
sumer appeal and to increase the sala- 
bility of oilstones and abrasives special- 
ties by means of more attractive pack- 
ages and displays, Behr-Manning Corp., 
Troy, N. Y., has had the packages for 
Norton Abrasives redesigned. As an ex- 
ample, the grinding wheel blotters have 
been made much easier to read, while 
the display cards for grinding wheel 
racks (illustrated) have been made 
plainer and more attractive in appear- 
ance. The rubber protected Kantbreak 
knife sharpener, has had an individual 
carton and a new counter display made 
for it as well as having been given a 


new color to the handle to make it more 
attractive about the home. In this way 





each item of the line has been brought 
up to date with increased sales appeal 
for the user and convenience for the 
dealer. 
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| /, YOU, 


OUR FRIENDS IN THE 
HARDWARE TRADE, 
WE EXTEND THE SEA- 
SON'S GREETINGS 
AND OUR WISH THAT 
1936 MAY BRING YOU 
A FULL MEASURE OF 
HAPPINESS AND 
PROSPERITY 


| 


r! 








THE YALE & TOWNE MFG. CO. » Stamford, Conn., U.S.A. 
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DOOR BUTTS 
Quality plus Style 


4 ideal combination is embraced in 
this fine hardware. Style and ap- 
pearance are quite essential to satisfy eye 
appeal; quality is important for the ful- 
filment of complete satisfaction in service. 





No. 504 No. 608 
Reversible Butt Light Reversible Butt 


National Door Butts are further distinguished by 
their friction-free operation, which accounts for the 
ease with which both light and heavy doors operate. 





The wide variety of sizes, styles and finishes in 
No. 505 Broad Butt which these butts are furnished amply accommo- 
SOND SR Se Tip Sat dates every type of job and every individual taste. 


Your trade will be especially pleased with the crisp 
freshness and lustrous finishes of National Door 
Butts. They are fully protected by careful packing 
and are furnished complete with screws ready for 
installation; no danger of lost accessories. Easy to 
stock. Easy to sell. 





iii wey i National Hardware is sold direct to the 
tehtendd No. 629 retail dealer—a policy that promotes qual- 


Light Button Tip Butt ity, service and direct selling cooperation. 





No. 502 Button Tip Butt 





No. 560 
Wrought Steel Surface Butt Wrought Steel Template Butt No. 500 Ball Tip Butt 








NATIONAL MANUFACTURING COMPANY «© Sterling, Illinois 
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PACKAGED 


SPECIALTIES 9 ovauzeo Ef ae 
FIELD AND POULTRY FENCE POULTRY NETTING - HARDWARE CLOTH 


. 





CLINCH-HED 
- S) 
SINGLE LOOP sega, 





PACKAGE NAIL 
ASSORTMENTS 





Here’s the keynote of the immediate con- 
sumer acceptance of Sterling Wire products 
. . . they are designed for modern selling! 
Sterling products . . . incorporating exclu- 
sive new Sterling sales features... are blazing 


the trail to profitable sales records for alert 





DUALIZED 


Se Psetisitt >is 
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retailers. You get action when you show 


your customers Sterling products. 


Write Department 14 for full details 
of this line of Standard and Special Wire 
Products that is available all from one source 


of supply. 


THIS COMPLETE LINE WILL BUILD SALES AND PROFITS FOR YOU 


NORTHWESTERN BARB WIRE CoO. 


STERLING SINCE 


i -) ILLINOIS 


PACIFIC COAST, DIVISION, OFFICE AND WAREHOUSE 


1615 EAST 7TH STREET 
LOS ANGELES, CALIFORNIA 


DECEMBER 19, 1935 


500 SO. AURORA ‘ST. 
STOCKTON, CALIFORNIA 
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All cate Quality” Steel Products For the Form ae ad Keep Customers for You 


AMERICAN STEEL & WIRE COMPANY 





208 South La Salle Street, Chicago Empire State Building, New York 
In the Southeas' On the Pacific Coast 

Tennessee Coal, Iron & R. R. Co. OFFICES IN ALL PRINCIPAL CITIES Colunhia Steel Company 

Brown-Marx Building, Birmingham, Ala. Russ Building, San Francisco, Calif. 


Export Distributors: United States Steel Products Company, New York 
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PROFIT for YOU 


Experience writes this story. Your own experience 
supports it. A cheap light weight pump is an uncer- 
tain investment for the purchaser and a sale with 
uncertain profits for the dealer. 





















Myers Easy Operating Cog Gear Hand and Windmill 
Well, House and Cistern Pumps eliminate all of this 
uncertainty. Better built for better service, but 
more than this, better built for better profits, they 
not only mean complete satisfaction on the part of 
the customer but satisfactory profits on your part. 
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The greatest opportunity in years to sell Myers 
Quality Built Pumps is here right now. If you have 
not already received a copy of our new No. 68 
Catalog, ask for one today. A Myers representa- 
tive will see you or we will give you details by mail 
as you may desire. Write or wire. 
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Check these features o 


Motor for Domestic WaterSy. 





Compare it, point for 
point. . . See for your- 
self why it’s the great- 
est motor value ever 
offered to help you sell 
pumps 





f the G-E 
stems 





Thich startinc 
TORQUE—breoks 
away heavy 
loads. 


2 LOW STARTING 
CURRENT—starts 
directly across 
the line. 


3 ABILITY to 
operate under 
low-voltage 
conditions. 


a HIGH maxi- 
mum torque. 
Starting, pull- 
up, and maxi- 
mum torques 
are excellent. 


5 runs coor — 
has excellent 
ventilation, the 
result of ad- 
vanced design. 


6 DESIGNED for 
maximum de- 
pendability 
and long, 
“‘care-free’’ op- 
eration. 


7 onip-PRooF— 
protected from 
falling dirt and 
water. 


8 Excettent 
commutation— 
an important 
factor in suc- 
cessful motor 
operation. 





9 LONG brush 
life. Here, too, 
quality mate- 
rials contribute 
to minimum 
maintenance. 


10 compcete 
LUBRICATION 
SYSTEM—oil 
throwers, re- 
turns, and filters. 


11 minimum at- 
TENTION TO LU- 
BRICATION— 
large-capacity 
wool- packed 
bearings. 


12 eno-pLay 
SILENCERS — 
built into the 
motor. 


13 Permanent. 
LY CURED WIND- 
ING TREATMENT 
—will not soft- 
en under heat. 


14 winoine 
TREATMENT RE- 
SISTS water, oil, 
and mild acids 
—suitable for 
use even introp- 
les. 


15 Heavy STEEL 
BASE—gives full 
support to mo- 
tor. 


16 mounting 
DIMENSIONS IN- 
TERCHANGEABLE 
with G-E odd- 
frequency, 
polyphase, and 
direct-current 
motors. 
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motors. 





horsepower 
motors. 





nectady, N. Y. 





1 





070-59 


GENERAL @ ELECTRIC 


HARDWARE AGE 

















Eee Ee ee eevee veCreyerss 





No. 280 
Men’s Tube Hockey 





Model of Nos. 1624, 1624%, 1724% 
Men’s Screw Clamp Skates 





Model of Nos. 5624, 5624%, 5724% 
Ladies’ Screw Clamp Skates 













“MERRY CHRISTMAS to Everybody!” 


HRISTMAS is only a few days ahead. We hope the day 
will be clear, the approaching weather sufficiently cold 
to insure good strong ice during the Holiday Season and 
the skating excellent. 


At this time we desire to thank Jobbers, Dealers and 
Customers for their steadfast loyalty to 


————— UNION HARDWARE 
: pe ta eed Che ICE SKATES 

; : We'll try to return our sincere appreciation by keeping 

up the quality. By the way, it looks like a busy season 


for the trade and a right Merry Christmas for skaters. 
We trust Union Hardware Skates will bring lasting hap- 





N Tubular Cl Skate P - 
” “i. ae , piness to skaters and continued profits to Jobbers and 


Retailers. 
Our best wish is—“Merry Christmas to Everybody!” 
Keep supplied through your Jobber 


HARDWARE COMPANY 
GZS EWE Gw & YW 


REC.U.S. PAT. OF F FSTABLISHED 1854 


TORRINGTON, CONN. 













Rover 
No. A50 
Professional Hockey 
For Men and Boys 
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IT 1S OUR IOTH wie > 
ON THE AIR. THAT PROVES 
RADIO’S SALES WORTH 
FOR US AND FOR 


LIVE errr | 











THE No. 45 ALOXITE BRAND 
SAFETY BLADE RAZOR HONE. Re- 
tails for $.50 each in U.S.A. With each 
dozen a sales stimulating counter card. 





No. 9 SCISSORS SHARPENER. Retails 
for $.25 each in U.S.A. Furnished one 
dozen sharpeners on a display card. 


FRANCIS D. BOWMAN, 
Advertising Manager, 
The Carborundum Company 





THE No. 66 CARBORUNDUM BRAND 
HOUSEHOLD KITCHEN KNIFE 
SHARPENER. Retails for $.35 each in 
U.S.A. Packed with each dozen stones 
is a free display card. 


Sales Offices and Warehouses in New 
York, Chicago, Boston, Philadelphia, 
Cleveland, Detroit, Cincinnati, Pitts- 


Get YouRS...STOCK THE RADIO nek, Se aes oe 


and Aloxite are registered trade-marks 
of The Carborundum Company.) 


ITEMS SHOWN AT RIGHT 
They are featured on our program 










ORDER FROM YOUR JOBBER THE 
oy-W a -2On Gen, Bonen, ,| 
COMPANY 


NIAGARA FALLS, N. Y. 


COLUMBIA NETWORK, 7.30 O'CLOCK EVERY SATURDAY NIGHT 
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